20 Cents 
the Copy 


‘AutomatiCook’ 


HIS vear. more than 


} 


Snow your customers that t} 


ney Alt 

getting extra value for their money. 
Consistent Robertshaw advertising ovet 
period of years has told the women 
America that the Robertshaw is vital 
[700d cooking. Viore th: hha million and 
halt Robertshaw equipped ranges have 
proved it. 

Now that the new Model “F”’ Robert 
shaw AutomatiCook is being used on so 
many of the modern low oven ranges, yout 
display ot Robertshaw fitted ranges becomes 
more important then ever. 

As Casy TO set as a 1 adi LO lial, the Viodel 
St Robe haw IS as Sail as 1t IS incon 
spicuous. And it renders the same precise 

, and ever-easy oven control that 
has made the Model “K’”’ Robertshaw s 
ramous on console raniyves., 

You will want to give your appliance 
department the full benefit of the Robert 
shaw influence in creating new range sales 
and better gas cooking _ season. emem 
ber that Robertshaw means quality i 
ance wherever gas ranges are ‘sol - a) aT 
this is always more importagft© ee. rt 

Just drop us a letter ang let us tel vou 
how much the Siatieses hayes orem the 
work ot the toremost pas ABB] ance* depart? § 
ments all over the country,» 


a 


Robertshaw Thermostat Co. 


Youngwood, Penna. 


Guarding Public} 
Relations --- i 


BETTER PUBLIC RELATIONS REQUIRE 
THAT THE CUSTOMER BE ABLE TO READ 
HISOWN METER © © @ ¢ 


He can if you have modern- 
ized your positive meters and 


made them DIRECT READING 
with the EMCORECTOR. 


Since the pressure correction 
is made automatically on small 
increments, an accuracy can be 
obtained which is not possible 
under the chart observation meth- 
od of correction. Not only do 
you save time and expense in 
computing charts, but you also 
eliminate the chance for error. At 
the same time the customer has a 
daily check for his cost records 
which increases your customer 
good will. 


*|Make YOUR 
high pressure) BittcpuRGH EQUITABLE METER COMPANY 


ositive meters 

P . eter Main Office and Works—Pittsburgh, Pa. 

direct reading NEW YORK CITY TULSA, OKLA. COLUMBIA, S. C. SEATTLE, WASH. 
W it h the CHICAGO, ILL. DALLAS, TEXAS SALT LAKE CITY HOUSTON, TEXAS 


LOS ANGELES, CALIF. DAVENPORT, IOWA KANSAS CITY, MO. 
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a. ly -v FA 
a an 
a oe 
aa A 
Gas engine manufacturers announce oooh | 
a new construction feature—exhaust = i y 
connections on top of cylinders. a i a 
FLUOR engineers anticipated the | | JSackeT Gi ENTRANCE | 
result of this modern improvement. | | + ! | 
Consequently they now present the ft , t Es | 
new overhead, air-cooled muffler. | =: : ee We 
, = . 
This advanced muffler utilizes the 4 ae hee “papa — 3 sas 9 
same principle as other Fluor mufflers | _ ; AK = 
but installation is easier. Requiring oe a “gt 
no additional ground space, it sim- yeccns » Real | 


plifies plant layout. 


Air is pulled into this muffler's jacket 
from around the exhaust connection 
on the cylinder, thus assuring posi- 
tive removal of heat from this point. 
For cold climates, arrangement is 
such that air supply may be secured 
through closed duct from outside; 
this elimates loss of heated air. 


THE FLUOR 


Constructors and Engineers, Com- 
pressor Plants, Cooling Towers, 


LOS ANGELES, CALIF. 
909 East 59th St. 


In addition to these points, all the previous advantages 
of other FLUOR mufflers are retained; these are listed 
|. No water required. 2. No scaling or break- 
3. Cooler stack temperatures; Stack 
4. No spray to corrode adjacent 


here: 
ing of pipe. 
paint lasts longer. 
buildings. 5. Expansion coupling eliminated. 6. Con- 
sistently low back pressure. 7. Greater engine effi- 
ciency. 8. Engine foundations remain cooler. 9. Bet- 


ter engine room ventilation. 10. Quiet operation. 


CORP., LTD. 


Appraisals, General Construction, 
Remodeling and Maintenance. 


KANSAS CITY, MO. 
503 Fairfax Bldg. 


April, 1932, Volume VIII, Number 4, Western Gas is published by 


California. Subscription price (in advance) 20 cents the copy; $2.00 


matter June 1, 1925, at the postoffice at Los Angeles, 


under the Act of March 3, 


Western Business Papers, Inc., at 124 West Fourth Street, Los Angeles. 
per year; 2 years, $3.00; $3.00 per year foreign. Entered as second class 
1879. 
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AUTOMATIC STORAGE GAS WATER HEATER 


- Made in Five Sizes - 


AMERICAN GAS PRODUCTS CORPORATION 
40 West 40th St., New York, N.Y. 
Division of AMERICAN RADIATOR COMPANY 


April, 1932 


REPUBLI 


ELECTRIC WELD ° 


CASING: TUBING 


@ Write for your copy of a new 
descriptive catalog—No. 210-B. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES “—=R25"” YOUNGSTOWN, OHIO 


WESTERN GAS 
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Ask for Bulletin 830 


Fisher Governor Compan 
201 SOUTH FIRST AVENUE omipans 


MARSHALLTOWN, IOWA 


April, 


NORMA ANA pe 


1932 


in the very teeth of America’s 

hest topography, thousands and 
thousands of miles of Dresser Coup- 
led gas lines have gone in to stay. 
Flexible. Tight. Permanent. 


S. R. DRESSER MANUFACTURING COMPANY 
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ALINE . 


VANS 


— 


NOW! 


...for the first time 


TOMAS 


WESTERN GAS 


Profusely 
Illustrated 


A Complete Reference Work on 


HIS Handbook comes in 
response to a very definite 
need. A tremendous amount 
of development work has been 
accomplished for the liquefied 
petroleum gas industry in a 
brief space of time, with many 
companies participating. And 
to date there has been no one 
source to which the industry could go for in- 
formation on all phases of the field. This is the 
mission of the Handbook of Butane-Propane 
Gases—consolidating and organizing all of 
these reference data under one cover. 
Through the regular publication of “Butane- 
Propane News,’ a monthly feature of 
WESTERN GAS, the editors have established 
close contact with all branches of the liquefied 
gas industry—production, bottled gas and 
town plant distribution, gas enrichment—and 
to assure a high standard of technical excel- 
lence for the Handbook leading figures in the 


BUTANE 
PROPANE 
GASES 


industry have extended their 
cooperation as contributors. 

On the opposite page contents 
of the Handbook of Butane- 
Propane Gases are reviewed. 
No phase of the field is 
neglected, and every major 
subject heading is treated in 
detail, making the Handbook 
an outstanding reference work. Numerous 
tables, charts and illustrations add to its 
value. 

Advance orders for the Handbook have 
poured in from all sections of the United 
States, and from several foreign countries, 
since the first announcement of its compilation 
—indicating again the need for this publi- 
cation and the growing interest in butane- 
propane service. A limited printing makes 
it imperative that you place your order now 
(send no money). Use the coupon on the 


opposite page. 


April, 1932 
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INTRODUCTORY : 


(a) History: Highlights in develop- 
ment of bottled gas, central plant, 
industrial, and enrichment usage. 


(b) Present and Potential Scope of the 
Industry: Statistics on marketed 
production; available supply; 
number of central plants, bottled 
gas distributors, producers; num- 
ber of gas companies enriching; 
future field of expansion for bot- 
tled gas and central plant ser- 
vice, as well as other forms of 
liquid gas utilization. 


PHYSICAL PROPERTIES: A 


Vapor pressure curves and tables; ta- 
bles of constants for hydro-carbon se- 
ries; proportioning curves, etc. A _ sec- 
tion made up of basic reference data, 
with liberal use of curves and charts. 
PRODUCTION OF LIQUEFIED 


PETROLEUM GASES: 


Sources for liquefied petroleum gases; 
the natural gasoline extraction process; 
refinery gases; dehydration; mixes for 
gas enrichment, industrial plants, bot- 
tled gas, and 
various temperature conditions. 


town plant use under 


SAFETY REQUIREMENTS: 


Presenting in convenient reference form 
pertinent regulations of the Bureau of 
Explosives, Underwriters’ Laboratories, 
Compressed Gas Manufacturers Asso- 


Look At These 


Features: 


handling, storage, etc.; design of con- 
tainers, 


TRANSPORTATION: 


By tank car, motor truck, pipe line, 
water; design of transportation equip- 
ment; trafic requirements; freight 
charges. 


PPLIANCE UTILIZATION: 


Appliance design and adjustment for 
operation on liquefied petroleum gases; 
combustion characteristics; fuel con- 
sumption of various types of appli- 
ances; appliance efficiencies on butane- 
propane, compared to other types of 
gas. 


SE IN GAS MANUFACTURE: 


Calculations in connection with use of 
propane and butane with manufactured 
gases; enrichment of manufactured gas 
transmitted under high pressure; use of 
propane and butane to meet peak loads; 
use of propane and butane as a substi- 
tute for gas oil for the carburetion of 
blue water gas; use of butane or pro- 
pane for heating gas underfired coke 
ovens to reduce coke production. 


CENTRAL PLANTS: 


Design of plant and distribution sys- 
tem for both air-butane and undiluted 


SPECIAL 


BOTTLED GAS DISTRIBUTION: 


One-drum distribution; two-drum dis- 
tribution; bulk stations; sales organiza- 
tion; rates and billing; utility co-opera- 
tion on bottled 


fuels; combining central plant and bot- 


gas sales; competitive 
tled gas service; railway, marine and 


other special installations. 


INDUSTRIAL USES: 


Comparative costs of liquefied 
coal, oil, manufactured and 
gas; description of plant lay-outs for 


industrial use of liquid gases; conver- 


gases, 
natural 


sion problems in changing from other 
types of fuel to liquid gases; present 
and field for 
of these products; application of liquid 


potential industrial use 


gas to various industrial processes. 


REFERENCE FEATURES: 
(a) Directory of central plants, listing 
(with 
population), date service began, 


the towns served town 

type of service, type of distribu- 

tion system. 

(b) Directory of bottled gas distribu- 
tors. 


c) Catalogue Section: Detailed speci- 
fications of equipment and ap- 
especially for 


pliances designed 


this industry. 
sub- 


d) Index: Cross-referenced by 


jects and authors. 


e) Buyers’ Guide: A commodity di- 


rectory of appliances and equip- 
with 


ment, names and addresses 


eee ; ; : vapor types; measurement and other 
ciation, National Fire Protection Asso- operating problems; town survey; sales of all manufacturers serving the 
ciation; approved field practices for organization; rates and billing. industry. 
Send No | 
sees O | WESTERN 
' ee SALES dan ih hee Rea Seed ees ss 193. 
M ne B t “Publishers,” 124 West 4th Street 
O y U [ Los Angeles, California. 
[ 
Order Now! Enter my order for..........-+++:: copies of the Handbook, Butane- 
Propane Gases, at Five Dollars ($5.00) per copy, for which I will remit 
U he ! 
Pes Ninal S e t eC oe Se eee upon receipt of same. 
H # : 
andy eee pr ee (Street Address) 
f 
ne eee ad a 
(Position) (City) 
(Company) (State) 
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YW? Be 5 


Preparing the 
Anthony Joint 
before bolting. 


Our pipe bears 
thistrademark 
of The Cast 
Iron Pipe Re- 
search Associ- 
ation. 


The artist’s sketch shows an Anthony Joint being prepared for assembly in 


a cast iron high pressure gas line. This is a mechanical joint based on the 
“stuffing-box” principle. Tests and service under medium and high pressures 
have proved it gas-tight. And how it saves time. Just place the rubber gasket 
and tighten two rings. Available with de Lavaud pipe or pit cast pipe and 
fittings. All parts interchangeable. 


UNITED STATES PIPE AND FOUNDRY COMPANY, BURLINGTON, N. J. 
SALES OFFICES: NEW YORE, BUFFALO, CLEVELAND, CHICAGO, PHILADELPHIA, PITTSBURGH, 
DALLAS, BIRMINGHAM, KANSAS CITY, MINNEAPOLIS, SEATTLE, LOS ANGELES, SAN FRANCISCO 


U. S. CAST IRON PIPE 


Copyright, 1932, United States Pipe and Foundry Co. 


April, 1932 


N 15 major pipe lines com- 
pleted in East Texas, 50 per 
cent. of the total oxy-acetylene 
welded mileage is Lindewelded. 
Why, in scarcely more than a 
year, has this new method of oxy- 
acetylene welding been adopted by 
leading pipe line builders in every 
part of the country ? 

The answer is: Because it saves 
from 30 to 60 per cent. of the time 
required by ordinary methods of 
welding. 

Because it reduces welding mate- 
rial consumption 35 to 40 per cent. 


EVERYTHING 


THE LINDE 


- 
SX WELDING 


126 Producing Plants 


Because it produces stronger 


joints. 

Lindewelding can be done with 
ordinary blowpipes or with special 
apparatus which makes welding 
almost automatic and further in- 
creases its speed. Experienced 
welders quickly master its special 
technique; beginners learn it more 
readily than other methods. 

Procedure Controls for Linde- 
welding are available to all users 
of Linde Oxygen as a part of Linde 
Process Service. Ask our nearest 
district office for full particulars. 


AIR PRODUCTS COMPANY 


Unit of Union Carbide and Carbon Corporation 


UCC 


IN CANADA, DOMINION OXYGEN COMPANY, LTD., TORONTO 


627 Warehouse Stocks 


the newest way 


TO WELD 


delails of Lindewelding 


Lindewelding technique differs from 
neutral fame welding technique in that it 
employs a special rod, a special flame ad- 
justment, and the “backhand” method of 
blowpipe manipulation. The actual steps 
in making a Lindewelded joint are shown 
in our motion picture, “The Lindeweld 
Process for Pipe Line Construction’”’. This 
picture will be loaned free of charge to 
pipe line officials and welding or engi- 
neering societies. Itis furnished in 16 mm. 
and 35 mm. safety film and can be obtained 
by writing to any Linde District office. 


District Offices 


Atlanta Detroit New York 
Baltimore EI Paso Philadel phia 
Birmingham Houston Pittsburgh 
Boston Indianapolis St.Louis _ 
Buffalo Kansas City Salt Lake City 
Chicago Los Angeles San Francisco 
Cleveland Milwaukee Seattle 
Denver Minneapolis Tulsa 


LINDE OXYGEN 


PREST-O-LITE ACETYLENE 


OXWELD APPARATUS AND SUPPLIES 


UNION CARBIDE 
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oe We can't work today? 


When it rains in the field, work 
suffers. You cannot successfully 
coat and wrap pipe in the field 
under bad weather conditions. 
The weather becomes an item of 
expense. It slows up or halts 
work, With General Paint Cor- 
poration ’s Hill-Hubbell Process 
of mill-coated and wrapped 
pipe, weather conditions are al- 
ways ideal because the coating 
and wrapping are applied at the 
pipe mill under controlled tem- 
peratures. No moisture can be 
entrapped. The problem of 


car-loads) of Hill-Hubbell mill- 
wrapped pipe have already been 
laid. The largest gas and oil 
companies in the United States 
use Hill-Hubbell mill-coated 
and wrapped pipe. 

General Paint Corporation’s 
Hill-Hubbell pipe wrapping 
equipment is installed in seven 
of the largest and most strate- 
gically located steel plants in the 
United States, in order to give 
complete service for all orders. 
Sizes from °%4 in. to 26 in. are 


efficiently and economically 
protected. 


Plants for coating and wrapping 
by the Hill-Hubbell Process are 
located in the following cities for 
the production of the pipe manu- 
facturers listed: 


CENTRAL TUBE 
Ambridge, Pa. 


COMPANY. 


Jones & LAUGHLIN STEEL Corp. 


Aliquippa, Pa. 
NATIONAL TUBE COMPANY. 
Lorain. Ohio 


STEEL CORPORATION, 
Youngstown, Ohio 


REF UBLIC 


SPANG-CHALFANT & COMPANY. 


mud and grease of field- 
coated and wrapped pipe is 
entirely eliminated. 

Such has been industry’s 
demand for this first success- 
ful process of wrapping and 
coating pipe at the mill, that 
over 5,000 miles (over 15,000 


@ 
KRAFT 
PAPER 


Felt and Kraft wrapping applied under tension, 


Ambridge, Pa. 
YOUNGSTOWN SHEET AND TUBE 
CompPpaANy. Indiana Harbor. 
Ind., and Youngstown, Ohio 

For complete information 
write to any of the offices of the 
General Paint Corporation 


listed below. 


HILL-HUBBELL DIVISION OF 


GeneraL Paint 


CORPORATION 


Portland, Ore., Seattle, Wash., Houston, Texas, Spokane, Wash. 


New York, 11 Broadway 
Chicago, address Hill-Hubbell 
& Co., 105 West Adams Street 


tates. VRiaheomea 
Los Angeles, 544 Mateo Street 
San Francisco, 160 Fremont St. 
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connects the joints of plain end pipe when 
Dayton Couplings are used. 


In addition to strength, Dayton coupled 
lines are Flexible to conform to physical 
features of the terrain and unusual climatic 
changes, and remain permanently tight and 
leak-proof under all conditions. 


THE DAYTON PIPE COUPLING CO. 
DAYTON, OHIO 


A special bulletin giving 
complete details will be 
sent free upon request. 


DAY TON cians 
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The Satisfied Customer # = 
Uses ‘‘Chester’’ Pipe } 


He has more than 30 years “knowledge Ate 
and experience back of the pipe he uses. 


The wonderful performance and ex- 
cellent reputation “Chester” pipe has 
enjoyed—with its 7-fold inspection— 
insures him that he is getting the best 
he can buy. The knowledge that he 
can get it at 26 strategically located 
distributing centers insures him prompt 
service. 


Chester also makes all classes of Gen- 
uine Wrought Iron Line Pipe and 
Copper Bearing Steel Pipe. 


SOUTH CHESTER TUBE CO. 
CHESTER, PA. 


Di strict Sz ale Managers 


J}. P. Cooney, pi E. hi ibs H. A. Morse, i F i le, 
715-716 A. G Bartlett Bldg., 801 Columbia Ba - Bldg 30 Church Street. 305 ae ‘troleum Bu een ng, 
Los Angeles. Calif Pittsbr gh. Pa ” New York City, ie 3 Fort Wo ok. T 
District Off 9 
J]. D. Swartz, 12 +1 S. _ on Street, “Cood enough” 
‘Tulsa, Okla Methods are not 
FE. L. Moseley, 2218 — ls Street, Good enough for 
Houst Bee . 7 oO 
District Warehouses Ho ste ‘Texas: Thenard, CHEST ER 
Calif.; 180 Townsend , San Francisco, Calif. 
agen. 7 saarbaae dy G tun Tod a ‘Sede 
: . re: INO ie & ipp 
United Oil Well Si ini Ce Prichard Si ipply Ci en ee "Cod 
712 A. G. Bertlets Bide. Les Aaetin, Didi. Mannington, W. Ve.: Stoke & a ae eng and Kevin, Mont.; Kemmerer and Cody, 
Ur ‘ited Pipe & Supply Co., LeValley McLe rd, oe “ id ey se = » & 
(Charleston, an ille, West Hamlin W Va.; El mir: “Olea P oes Y rk Snel Well To mr oa ply a 
Paintsville, Ashland, Alllen, Prestonburg, Ky. ~ pot Senaly ‘Company, yas dg om & Si ne 6 Hog 
Kane, Lawrencevill Brookville, | S] port, I Bender 1 Kilge Te 


;// SPECIALISTS 
IN CASING FOR 
DEEP WELL 

DRILLING 
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But It Won't Bring A Quart PRICE! 


If you were handling milk you could tell at a glance Yy 


how much you were buying or selling. But you can not see 
cubic feet of gas and you can not check gas measure- 


ment by eye! 


Reliable, accurate meters are necessary in gas meas- 
urement. To be reliable a meter must STAY accurate 
over long periods. It must stay accurate without TOO 
frequent checking. 


Because of its Straight Line Motion the Foxboro Orifice 
Meter will maintain its extreme accuracy LONGER THAN 
ANY OTHER and its maintenance cost is the lowest. We 
stand ready to prove this any time and any where. 


If you buy or sell gas, our new bulletin, "Orifice Meters 
for Gas'', No. 176-J, should be on your desk. Write for 
‘ The Foxboro 
it today. Orifice Meter 


THE FOXBORO COMPANY Ox BOR 


Neponset Avenue Foxboro, Mass., U.S. A. 
REG. U. S. PAT. OFF. 


Branch Offices in Principal Cities THE COMPASS OF INDUSTRY 


Instruments for Controlling, Recording, and Indicating Temperature, Flow, Level, and Pressure 
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Built Solid and Stron 
for Maximum Rigidit 


as 


WESTERN GAS 


TRANSIT TWIN TANDEM - 1200 H. P.- FOUR CYCLE- DOUBLE ACTING 
DIRECT CONNECTED-OPPOSED TYPE-GAS ENGINE COMPRESSOR 


HE TRANSIT 1200 horse 
power gas engine gas com- 
pressor has been carefully de- 
signed and built for maximum 
Strength and rigidity. It is not 
a mass of iron or steel hurriedly 


designed and thrown together. 


Only 
those constructions which have 


There are no novelties. 


been proved by many years of 
experience in the building of gas 
engines have been retained. 


The main frame is the back- 
bone of an engine. In this en- 
gine it is cast in one piece. The 
frame is of the barrel type con- 
Struction with a heavy box 


section for the crank pit. This 


BEAUMONT, TEXAS 
‘ E. L. Wilson Hordware 
Company 


SALT LAKE CITY, UTAH 
© F.C. Richmond Machinery Co. 


New York 


PHILADELPHIA 


combination of barrel and box 
construction insures great 
strength and rigidity. The 
heavy box section in which the 
main bearings are located is 
carried well above the center line 
of the cylinders for additional 
strength and rigidity. The weak- 
ening effect of the gap in the 
frame is entirely eliminated by a 
tie bolt. 


MAIN FRAME 


NATIONAL IRANSIT 


PUMP&MACHINE CO. 
OIL CITY, PA. 


CLEVELAND PITTSBURGH Los ANGELES HOUSTON 


To take care of the load trans- 
mitted by the power cylinders 
with the least possible moment 
on the shaft, the bearings are 
kept short and located as near 
the center line of the cylinders 
as is possible. The main bear- 


ings are of the quarter box type 


and are 16-'% inches in di- 
ameter. 
The main shaft is 16-'4 inches 


in diameter throughout its entire 


length. 


As set forth above, and in 
every detail, great strength and 
rigidity is the rule—there are 


no exceptions. 


PHOENIX, ARIZ. | 

Pratt-Gilbert Co. 
LOS ANGELES 
Republic Supply Company 
of California 


ST. LOUIS, MO. 
Reeves & Skinner Machinery Co. 


New ORLEANS 


TULSA 


April, 


1932 


3 miles of cast iron pipe with 


EKCHANICAL JOINTS 


for high pressure supply line 


AN interesting installation of cast iron pipe for a high- 
pressure (75 pounds) natural gas supply line running 
through marshy territory with a high water level at certain 
times of year. 

Three miles of 18-inch cast iron pipe with mechanical 
joints was installed with dispatch and comparative ease. 


The joints used are based on the “stuffing-box” principle 
employing rubber gaskets with follower rings. This principle 
is embodied in several designs of mechanical joints made by 
members of The Cast Iron Pipe Research Association. In 
field tests, and in actual service under medium and high 
pressures, it has been conclusively demonstrated that these 
joints are gas-tight. 

For further information write to The Cast Iron Pipe 
Research Association, Thomas F. Wolfe, Research Engineer, 


309 Peoples Gas Building, Chicago, Il. 


CAST IRON 


Cast iron pipe bearing the “Q-check” 
trademark is obtainable from the fol- 
lowing leading pipe founders: Alabama 
Pipe Company, Anniston, Ala.; Ameri- 
can Cast Iron Pipe Company, Birming- 
ham, Ala.; James B. Clow & Sons, 219 
N. Talman Avenue, Chicago, IIl.; 
Donaldson fron Company, Emaus, Pa.; 
Glamorgan Pipe and Foundry Com- 
pany, Lynchburg, Va.; Lynchburg 
Foundry Company, Lynchburg, Va.; 
National C ast Iron Pipe Company, Bir- 
mingham, Ala.; United States Pipe and 
Foundry Company, Burlington, N. J.: 
Warren Foundry and Pipe Corp., 11 
Broadway, New York. 


Look for the “Q-check” symbol as 

shown adove. It is the reg 

trademark of The Cast fron 
oo Research Association. 


istere ad 


) 199° The Cast Tron Pipe Research Ass 
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aha now this 
New Distinctive Case! 


N keeping with BRISTOL’S estab- 

lished reputation for instrument 
accuracy, which for so many years 
has been accepted by industry as the 
standard of precision, BRISTOL an- 
nounces a distinctively new instru- 
ment case for BRISTOL’S pressure, 
temperature and other recorders. 
Of the popular rectangular design, 
this new model possesses handsome 
appearance combined with genuine 
commercial utility. Pressure-cast of 
corrosion-resisting aluminum alloy, 
it has an inherently smooth surface 
which makes possible an invitingly 
attractive finish, either in black, white 
or aluminum as desired. 
Although thirty-five per cent lighter in 
weight, the case is unusually strong and 
rigid. In fact, due to the rigidity of the 
‘‘trunk type’’ door, only a single toggle 
clamp is needed for locking the door snugly. 
This clamp is both quick opening and 
quick closing. 


A permanently resilient sponge rubber cord 
gasket makes and keeps the case absolutely 
dust-proof, moisture-proof and fume-proof. 
The use of this special gasket, like the 
selection of aluminum alloy for the case, 
reflects the high standard of BRISTOL'S 
craftsmanship. 

Hinges are substantial. ‘The glass window 
is retained in position by a sprung metal 
ring. Inverted pen arm is standard. Single 
or multiple records. For surface or flush 
mounting; front, top or back connected. 


When you see this new case, we are cer- 
tain you, too, will agree it marks another 
BRISTOL achievement in instrument de- 


sign. Upon request, we will gladly give Model 40MF, for flush mounting. View showing door latch open. A sin- Another view of the substantial door 
you further details of interest. Door is held shut by screw knob. gle latch shuts door absolutely tight. latch. Easy to open, easy to shut. 
| senneetieienniinitianiimmatee commana 


© 
These BRISTOL’S Recorders will be equibped with the 
new case: Pressure Gauges, Vacuum Gauges, Liquid Level 
Gauges, Thermometers, Psychrometers, Voltmeters, Am- 
meters, Wattmeters, Frequency Meters, Time Totalizers, 
Tachometers, Mechanical Motion, Air Operated Con- 
trollers, Electric Operated Controllers. 


THE BRISTOL COMPANY 


WATERBURY CONNECTICUT PE, ig 
Branch Offices: Akron, Birmingham, Boston, Chicago, View showing lower part of Model A resilient sponge rubber cord gas- —_ Door hinges integral with case. Sur- 
Denver, Detroit, Los Angeles, New York, Philadelphia, 40M, forwall mounting. Note strong, ket is another BRISTOL innovation., face mounting lugs to same drilling 

Pittsburgh, St. Louis, San Francisco rugged ‘trunk type’’ design. Makes and keeps case moisture-proof. dimensions as on old cast iron cases. 


TRADE MARK 


BRISTOLS 


REG. VU. S. PAT. OFF. 


INSTRUMENTS FOR INDICATING RECORDING CONTROLLING SINCE 1889 
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on the line?’ 


Over the 
top with 
Victaulie 


In the mountainous country of 
West Virginia, this natural gas 
line of the South Penn Oil 
es . | Company was installed Victaulic- 
ees | eee eee coupled throughout. Six miles of 
a wg > 4 ; - 7 oe r ¥ ) ; Se cet = pipe that is standing the “gaff” 

Li LE te -  £\e and is adding a saving in up- 
keep to the saving in time and 


labor of installation. 
a *% * 


Victaulic Couplings are available 
in all sizes from 34" up for vae- 


uum and pressure—for steel, 
wrought iron and cast iron pipe. 
Mail coupon below for descrip- 
tive bulletin. 


VICTAULIC COMPANY OF AMERICA 
26 Broadway New York 


VICTAULIC 
DISTRIBUTORS 


HANLON-WATERS, INC. 
Tulsa, Oklahoma 
BELL & GOSSETT CO, 
Chicago, Ill. 

R. J. CROZIER CO. 
Philadelphia, Penn. 
McJUNKIN SUPPLY CO. 
Charleston, West Virginia 
H. D. FOWLER CO. 

Seattle, Washington the line” 
CASE HARDENING SERVICE CO. 
Cleveland, Ohio 
DUCOMMUN CORPORATION 
Los Angeles, California 
INDUSTRIAL SUPPLY CO. 
Salt Lake City, Utah 
PETERSON COMPANY 
Denver, Colorado 
NEVILLE & CLEARY, INC. 
Atlanta, Georgia 
MERRITT M. STONE CO. 

St. Louis, Missouri 
F. S. VAN BERGEN 
Minneapolis, Minn. 
VIRGINIA ENGINEERING CO. 
Richmond, Virginia 


A. B. CAREY 


“For every joint on 


ttt 


FLEXIBLE LEAK-PROOF 


VICTAULIC 


REG.Y.S.PAT OFF. 


PIPE COUPLINGS 


Mexico. D. F. 
C. H. ELSTNER 
Vi ogame N. L. Mexico VICTAULIC COMPANY OF AMERICA 
C LIC COMPANY 
of Canada. Ltd. 26 Broadway New York Name ~~~ --------00---------------------------- 
Toronto, Ontario, Canada T J 
Please send me Mh Dp etn a No. 6 a ind 
4 i 


FOR OIL. GAS, WATER. SEWAGE, COMPRESSED AIR, ETC. 
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80 accurate sizes 
PN fom ORIFICE 


>> Where the rate of flow may vary widely—as 
at town border gas stations—the Metric Wide 
Range Orifice is particularly well adapted to 
measuring gas, steam or liquids. 

>»> The size of the orifice is changed by merely 
unlocking the hand wheel and rotating if one or 
more complete turns. Each revolution produces 
a movement of 0.100 inch— accurate to less than 
0.002 inch. The distance that the slide is above 


the zero position is clearly indicated on a rigidly 


fastened scale. 

>»> Since the diameter of the circular orifice is 
three-fourths the diameter of the pipe, the locked 
positions of the slide are equivalent in a twelve- 
inch line to fixed orifices of eighty different sizes. 


A more detailed discussion will be found in 
Bulletin E-15, which will be sent on request. 
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DEPENDABL 


Dependability is virtually a part of the design and 
construction of Westcott Orifice Meters. There is but 
one movable joint from the float to the chart record. 


The heat treated stuffing box, for instance, is of | found inWestcott Orifice Meters include the forged 


hardened stainless steel and is equipped with a 
heat treated stainless steel bushing B. This is lapped 
on bearing shaft P and adjusted by means of N 
until the clearance is such that air passes at the 
rate of 0.5 to one cubic foot per hour at 700 
pounds when dry. 


The stuffing box is subsequently filled with grease, 
thus preventing any leakage. 


Other interesting features 


Copies will be sent on request. 


METRIC METAL WORKS ERIE, PENNSYLVANIA 


AMERICAN METER COMPANY 


steel mercury chambers, the high pressure cham- 


ber of which in the 50" and 100" sizes for exam- 


‘ple is interchangeable. 


Dependability in every part and function is re- 
flected in low maintenance and economical 
accurate operation. Bulletins E-2 and 16 describe 
other known factors in the value of Westcott 
Orifice Meters and Metric Integrating Orifice 


Meters. 
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A Monthly Journal of the Gas and Gas 


Appliance Industries in Western America 


ooperative Sales Campal 


Ns 


in Northern California 


COOPERATIVE selling cam- 


paign plan which is outstandingly 


successful for one utility may 
prove absolutely inettective and even 
detrimental if adopted by another. ‘The 


success of a selling campaign, after all, 
depends upon the care with which the 
details are worked out to fit the terri- 
torial conditions where the campaign is 
to be located. 

The Pacific Gas and Electric Co. has 
gone through a good many years exper!- 
menting with cooperative selling, and 
while we feel that we have made con- 
siderable headway I have prefaced my 
remarks with this word of caution lest 
the intention with which these remarks 
are made be misconstrued. 

To have a successful cooperative sell- 
ing campaign it is essential that the util- 
ity have the confidence of all those who 
are to cooperate in the campaign, 
whether they be employees or dealers. 
To secure a fair degree of dealer con- 
fidence is a difficult and long drawn out 
job, particularly when the utility is pro- 
gressive in the promotion of its business. 
[ teel that it would be unfair to tell of 
the cooperative selling campaign which 
my company is now conducting or ot 
others which are proposed for 1932 and 
not first describe the background work 
that we have done with dealers in our 
territory to gain their confidence and 
thereby pave the way for a constructive 
drive for business. 

A Written Policy: In the first place, 
we believe that appliance manufacturers, 
jobbers and dealers are a vital factor in 
the promotion of our business and have 
included them in our appliance sales pol- 
icy which has been written, stated and 


By BERT W. REYNOLDS 


S pee tal Representative 
Pacifieé Gas and Electric Company 


ar . : 
HIS discussion 
background of the Pacific Gas 
and Electric Co. dealer cooperative 


program, which has been developed 


reviews the 


over a number of years. Particular 
reference is had to current cam- 
paigns on automatic gas water heat- 
ing and house heating. 

Mr. Reynolds, it will be noted, 
cautions the reader against draw- 
ing the conclusion that what has 
worked for the P. G. and E. will 
Deal r 


programs must vary with local con- 


work for every company. 


ditions, but when this fact is given 
its proper weight, much value can 


be gained from examining the 
plans which individual companies 
Mr. 
Reynolds’ discussion was given be- 
fore the Pacific Coast Gas Asso- 


ciations Mid Winter Conferenc: 


have in successful operation. 


held in ke bruary al Los A ngeles.— 
EDITOR. 


A 7 


repeatedly printed and distributed among 
the dealers throughout our territory. 
This written policy has proven most 
valuable and in many cases has acted as 
sort of a guide to keep us on the right 
road. 


Contact Men: We have special dealet 
contact men, known as Dealer Cooper- 
ative Representatives. ‘There is one of 
these men in each of the leading divi- 
Their duties are to keep dealers 
posted regarding the activities and pol- 
icles of the company; to hold meetings 
with dealer’s salesmen; to explain rates 
and to promote generally the sale of 
appliances through dealers. We main- 
tain a card file of all dealers in our terri- 
tory, classified as to the kinds and types 
ot appliances which they sell. 


SIONS. 


Advertising: ‘The company’s advertis- 
ing directs readers to see their dealer o1 
the P. G. and E., and each month a 
broadside is sent to all dealers in 
territory of service, showing reproduc- 
tions of the ads that will be run during 
the coming month and inviting them to 
tie-in with their advertising on the same 
page; it being pointed out that the com- 
pany’s advertising tells what the appli- 
ance will do and how conveniently and 
economically it will do it, and that we 
expect the dealers’ advertising to tell 
where to buy it, how much it will cost, 
and how easily it can be purchased. 


ou;°r 


Dealer Quotas: Annual quotas are set 
for dealers in our various districts and 
each division’s accomplishments are meas- 
ured in terms of Dealer Quota as well as 
direct Sales Quota, thus attording an in- 
centive for our divisions to work with 
dealers. Dealer Cooperative Representa- 
tives receive a report of dealer sales once 
each month, classified by appliances. 


Dealer-Company Meetings: Numer- 
ous meetings are held with dealers dur- 
ing the year, either through the Gas 
Appliance Society, the Furnace Dealers 


DIRECT PROSPECTS TO YOUR STORE WITH TIE-IN ADVERTISING 


Your local newspaper will give you the dates these advertisements will appear... . 
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Tote! space to be used during February will approximate 
110 newspaper peges of 160 column inches each. Thus, 


the minieture reproductions of water heater advertisements, 


advertising to be devoted to this applience. Remember, 


A typical broadside circulated 
to dealers by Pacific Gas and 
Electric Co. This circular is in ate he 8 bes 


ho ado , do not do just to th i actual ize. N . SECON mt in towch with your local newspape 

shown ve © justice enw siz or the interest of a curre nt cam- ies il nd out . the a prmagan 8 _ 

do they give any indication of the stupendous volume of ; . om be pled ywastes 
paign for automatic water THIRD: Pls 


heater load. 
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GAS APPLIANCES 
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INSURE PERFECT ALIGNMENT OF EACH DIVISION OF INFORMATION. 
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PRINTEO AT SAN FRANCISCO CALIF 


Card form on which information regarding dealer sales activities is recorded for filing by 
Pacific Gas and Electric Company. 


Association, or with independent dealers. 
At the beginning of each year a large 
mass meeting is held in San Francisco at 
which time the complete program for 
the year is presented to the entire in- 
dustry. 


Dramatization: Our program this 
year was also given to dealers and our 
employees by means of a road show. The 
road show was a dramatization of the 
1932 load building program. ‘There 


were 14 in the troupe and 14 different 


performances were given in the leading 
cities and towns throughout our system. 
Dealers, manufacturers, distributors, job- 
bers, and their salesmen and representa- 
tives as well as our employees and their 
families were invited to attend. The 
show was designed to tell of the 1932 
sales program and to show the inter- 
dependence of utility salesmen, em- 
ployees, and appliance dealers. 


The show was written around the 
theme of Alexandre Dumas’ ‘Three 


WESTERN GAS 
Musketeers,’ Athos, Porthos, and 
Aramis; the salesmen of the company 
representing the first musketeer, the em- 


ployees of the company the second, and 
the dealers the third, pointing out that 
to secure a large sales volume in 1932 


they must combine forces and “all for 
one and one for all” attack the sales 
problems of 1932. ‘This message was 
put over in the form of three skits and 
was followed by an inspirational skit— 
a dramatization of Peter B. Kyne’s 
story, ““IThe Go Getter’. The show 
played to a total audience in excess of 
7500 and, according to statements re- 
ceived and comments made, put the story 
over In a Way that was unique and most 
effective. 

Sales Practices: “The company main- 
tains standard prices and adheres to gen- 
erally accepted practice regarding terms 
and trade-in allowances on various types 
of appliances which it sells. “Che com- 
pany also restricts its direct sales activity 
to those appliances which require pio- 
neering, creative, and specialized sales 
effort to the end that their existing dis- 
tribution facilities will be loaded quickly, 
and does not exploit the appliance mar- 
ket for a merchandise profit. 


We leave the dealers the sale of ap- 
pliances which have attained sufficient 
public acceptance so that consumers gen- 
erally will buy them in preference to 
competitive types of equipment which 
will render a similar service; providing, 
however, that the dealers are enthusi- 
estic about selling them and will pursue 
an aggressive program that will insure 
the public being adequately served and 
the interest of the Pacific Gas and Elec- 
tric Co. being protected. 


1932 Campaigns: ‘The sales cam- 
paigns for 1932 have all been planned 
ahead and we have set up in the 1932 
load building program of the company 
a schedule of sales activities and co- 
ordinated sales promotional media; in 
this way we know in advance exactly 
when the various campaigns will be held, 
and what promotional media will be 
used. 


The first campaign scheduled for 1932 
is the automatic gas water heater cam- 
paign, for a four months period, from 
February 1 to May 31. To secure a 
large volume of automatic gas water 
heater sales during a period when people 
are watching their dollars rather closely, 
it is axiomatic that some inducement 
must be made for the public to “buy 
now. Inasmuch as the company could 
not hope to do the job alone and inas- 
much as we are committed to the main- 
tenance of prices, terms and allowances, 
it was immediately recognized that it 
would be necessary for the entire water 
heater industry in our territory of ser- 
vice, to agree upon some special plan that 
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Two forms used by Pacific Gas and Electric Co., 
San Francisco, for recording dealer sales in terri- 
The report on the 
right is filled in by each division of P. G. and E. 


tory served by the company. 


would stimulate the water heater mar- 
ket. [The leading manufacturers and 
jobbers were called in and a plan de- 
vised whereby prices and allowances 
would be maintained, but special terms 
ottered which are as low as $4.85 down 
and $3.85 per month; the time of pay- 
ment limited, however, to 30 months. 
This term arrangement was made pos- 
sible after many conferences and con- 
sultations were held and several months 
were spent investigating the rates and 
charges of finance companies. <A great 
amount of research work was required 
because there was no place we could turn 
that would aftord a precedent wherein 
extended terms had been given in a co- 
operative campaign, the practice appar- 
ently having been for the utility to give 
long terms arbitrarily or else carry the 
dealer’s paper. The finance charge in- 
vestigations resulted in a schedule of 
carrying charges for various periods of 
time and on various amounts being 
adopted by the Pacific Gas and Electric 
Co. and the leading automatic water 
heater distributors, and the distributors 
agreed to arrange for their dealers to 
sell water heaters, on the same terms 
provided in the campaign and according 
to the finance schedule adopted. ‘This 
in so far as we know is the first time 
that such attractive terms have been of- 
fered in a cooperative and coordinated 
industry drive. 

During the campaign each individual 
dealer will use such sales promotional me- 
dia as he chooses, such as newspapers, 
truck banners, bill inserts, etc.; and the 
Pacific Gas and Electric Co. will use: 


No of Dirs. now Cardea 
No. of individual Contacts 
__No. of Dirs Reptg. Sales 


KIND OF DEALERS 
Heating Group 
Water Heater Group 
Range Group 

Electric Group 

Gen. or Misc. Group 


refrigerator 


~ 


DIVISIONAL MONTHLY DEALER COOPERATIVE REPRESENTATIVE REPORT 


| MAJOR | MINOR | TOTAL Store 


DEALER MEETINGS 


A , 
* The apartment house refrigerator compressors reported here prowde 
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+ Ranges with top gas burners Dut without separate gas ovens to be classed Coa! Ranges. 
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Month of ' 
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oa , ELECTRIC APPLIANCES 
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Ranges individual 
Ranges Apartment 
Water Heaters 

Aw Heaters 2 KW or over 


Aw Htrs. under 2 KW 


Refrigerator | Com 
Compressors [ Apt . 
ironing Machines 
Dish Washers 


Washing Machines 
Vacuum Cleaners 
Floor Polishers 
Sewing Machines 


Radios 


EDUCATIONAL TALKS IN STORES AS FOLLOW 


Subvect Attendance 


COMPANY ADVERTISING DISTRIBUTED 
Ad. No | Subject of Ad | _ No. Dirs. Distr. To 


Attending 


Sees Mg 


1. 457 pages of newspaper advertising, of 
160 column inches each. 

2. 245—24-sheet outdoor posters in 64 cities 
and towns. 


3. 830 truck banners, reproductions of the 
outdoor posters. 


4. More than one million bill stickers, over 
500,000 for each of two months. 


5. Coordinated window displays. 


These sales promotional media, in- 
cluding the newspaper advertising, all 
carried the slogan “see your dealer or 


the P. G. and E.” 


It was agreed to concentrate on the 
following buying motives: 
1. You can buy automatic gas water heat- 
ers for 50 per cent less than in 1917. 


2. Natural gas has reduced the 
operating automatic gas water heaters 
about 40 per cent. 


cost of 


3. Automatic gas water heaters are a 
necessity in the home today, and not a 
luxury; 70 per cent of all the water 
used in the home is hot. The most 
economical and admittedly the quickest 
and most convenient way to heat it is 
with an automatic gas water heater. 


4. The easiest terms ever made available 
to the buving public are now being 
offered for a limited time. 


The quota for the campaign is 8,000 
automatic water heaters. A _ broadside 
has been sent to every dealer in the terri- 
tory urging him to participate in the 
campaign. Meetings have been held, con- 
tacts have been made. ‘he campaign is 
directed toward the replacements of non- 


automatic heaters and water heaters using 
competitive fuel. The P. G. and E. re- 
stricts its direct sales activities to old 
buildings and the replacements of non- 
automatic water heaters, leaving the new 
buildings and sale of automatics replac- 
ing automatics to the dealers. Dealers 


are also given the opportunity to file 


their prospects for protection against 
P. G. and E. sales for a period of 30 
days. Direct company sales are installed 
by dealers. 

The next campaign for 1932 is the 
Summer Heating Campaign, starting the 
first of July and continuing to the first 
of October. While the details are not 
completely worked out for this year, no 
doubt it will be similar to one held dur- 
ing a like period last year, which tea- 
tured : 

1. A 10 per cent summer discount. 

2. Monthly payments to start Octo 
ber 1 (deterred dating). 

Inasmuch as a campaign of this kind 
involves a deviation from standard prac 
tice, it is, of course, necessary to call in 
the interested dealer groups and work 
the campaign out in conjunction with 
them so that all can harmoniously work 
together. ‘This likewise is considered a 
major campaign and will have the full 
support of newspaper advertising and 
other sales promotional media, such 
as bill stickers, outdoor posters, truck 
banners and window displays. 


(Continued on Page ¢5 
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Distress 


Oil 


and \ts Effect on 


Industrial 


By H. H. FOREMAN 


Sales Engineer 
Southern California Gas Company 


HE class of industrial gas load 
which feels oil competition most 
quickly and on which it has the 
most pronounced effect is the boiler load. 
Other classes of utilization usually re- 
quire extensive and expensive alterations 
to adapt them to the use of oil, while a 
steam boiler can be converted from one 


fuel to the other with much greater 
facility. “The more refined forms of 


utilization are usually uses for which 
oil, particularly of low quality, is not 
well adapted. ‘The boiler load is there- 
fore more susceptible to attack and re- 
marks made hereafter apply in general 
to this class of load only. 

In considering the present state of the 
oil market and its effects on the sale of 
natural gas for industrial purposes, it 1s 
necessary to classify the different grades 
of oil on the market into approximately 
three brackets roughly corresponding to 
price range and source of supply. These 
classes are as follows in the Southern 
California market, the market’ with 
which the writer is most familiar. 

Class 1: Ojl of good analysis marketed 
by the major producers at prices of 75c 
to 90c per barrel, 

Class 2: Oil of good analysis marketed 
by smaller or so-called independent pro- 


ducers or refiners. The price range of 
this class is 50c to 75c¢ per barrel. 


Class 3: True distress oil, the price of 
which is whatever the holder can get, 
from 25c to 50c per barrel. 

consists of 


This third class in turn 


two sub-classes 


a: Spot oil of good analysis which must 
be sold in an already crowded marke: 
at a reduced price. 


b: Oil of low grade, which cannot be 
marketed through the regular channels 
due to the producer’s lack of marketing 
facilities. This class of oil may and 
usually does contain water, sulphur and 
other objectionable impurities. 


as Sales 


‘True distress oil, that with which we 
are most concerned, is caused by several 
factors: 

1. Unregulated production and sat- 
uration of market. 

2. Inability of small producers to 
store oil after removing gasoline. 

3. General business conditions which 
cause oil that would usually be stored, 
to be dumped on the market in a desper- 
ate effort to realize cash. 


Distress oil is usually encountered at 
or near the producing field. “The chaotic 
condition which allows this waste of 
natural resources is necessarily short 
lived. Fields are soon destroyed by un- 
regulated and promiscuous drilling, and 
if not destroyed will usually come under 
control of producing companies better 
equipped for the marketing of their pro- 
duct. Spot oil offered for sale at ruin- 
ous prices is usually in relatively small 
quantities, so that fortunately for the 
gas load this form of competition is usu- 
ally of comparatively short duration. 
Its effect on the boiler load however, 
may be very material. 

The principal source of this oil dur- 
ing the past 18 months in California 
has been the Venice field and indirectly 
the Mid Continent field. The eftect cof 
the unrestricted production in ‘Texas 
has been sharply felt in California. Be- 
fore the opening of this field to present 
production level the export from Cali- 
fornia was 100,000 barrels of oil pro- 
ducts per day. This has now dropped 
to 40,000 barrels per day, the conse- 
quence being that some 60,000 barrels 
of oil products per day have been forced 
onto the local market under one or the 
other of the last two sub-classes given 
above. Not all of this oil has gone into 
the market; some has been stored, and 
only a portion of the 60,000 barrels has 
been converted to fuel oil, but this has 
had an effect which has been felt to an 
appreciable extent by the gas _ utilities 
of Southern California. ‘These effects 
have been to cause first, an entire change 
in fuel provisions by the customer, and 
second, a change in supplementary uses 
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HIS discussion of distress ott 
and its inroads into industria! 


gas markets deals in particular 
with the southern California situa- 
tion, but a parallel market condi- 
tion is found in Southwestern and 
Mid-Continent areas, where flush 
oil production and chaotic oil mar- 
keting have reduced spot market 
Mr. 
Foreman's remarks, given before 
the Mid-W inter Conference of the 


Pacific Coast Gas Association, wii 


prices to ridiculous levels, 


be read with interest—particularly 
as they refer to means for combat- 
ting this distress oil competition. 


—E itor. 


A 7 


for which gas might normally be em- 
ployed. 

An investigation was made into the 
records of one company distributing gas 
to the Los Angeles area and this showed 
a 15 per cent loss of gross industrial 
revenue tor 1931 as compared with 
1930. Detailed investigation showed 
that 75 per cent of this loss was ascrib- 
able to distress oil and 25 per cent due 
to the general business depression. Pos: 
sibly a small part of the remaining 25 
per cent of this loss was due to the sup- 
plementary use of oil, not included in the 
75 per cent mentioned. The normal 
rate of increase in consumption in this 
district was not attained during 1931. 
Undoubtedly a certain amount of new 
business that would have been closed 
under normal conditions was lost. This 
is part of this 25 per cent. 

A third effect of oil prices was the 
reduction of gas rates to meet this com- 
petition. In the district mentioned, gas 
rates were so reduced by oil competition 
that on the consumption obtained, the 
percentage of loss by reduction in rates 
was approximately 5 per cent of the 
total loss. “Therefore we may directly 
or indirectly ascribe 80 to 85 per cent 
of the loss in normal expected revenue, 
to reduction in oil prices. Distress oil 
displaced in this area approximately 
1,125,000,000 cubic feet of gas in 1931. 
This gives a very good idea of the serious 
inroads into the boiler load that may be 
made by a protracted distress condition 

(Continued on Page 52) 
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Pipe Line Bridges on the Northern Natural : ry ste WH 


N THE construction of Northern Gas and 

Pipe Line Co.’s 1909-mile system extend- 
ing from Texas fields into Kansas, Nebraska, 
Iowa, South Dakota and Minnesota, serving 
a population of approximately 400,000 in 
110 communities, the company has used 16 
major pipe line bridges for river crossings, 
in place of the more generally used under- 
river construction. Numerous smaller bridges 
have also been constructed, and highway and 
railroad bridges have been utilized wherever 
possible. At the present time a_ 1,280-foot 
suspension bridge is being completed across 
the Missouri River west of Sioux City, lowa, 
and will be the longest single-span pipe line 
bridge in the United States, according to 


Northern Natural engineers. ‘The eight-span 
suspension bridge, shown in view 1 above, 
is said to be the longest pipe line bridge in 
the world. 

In the views above, supplied through the 
courtesy of J. F. Merriam, director of the 
Department of Information, Northern Gas 
and Pipe Line Co., are shown the follow- 
ing bridges constructed for the Northern Nat- 
ural System: 

1. Canadian River, 3156 feet, near Borger. 
Texas. 

2. Cimarron 
Okla. 

3. Solomon River, 140 feet, near Minneap- 


olis, Kan. 


River, 1980 feet. near Gate. 


4. Little Blue River, 102! treet, eal 
Hollenberg, Kan. 

5. Salt Creek Bridge, 100 feet, near Min 
neapolis, Kan. 

6. Big Blue River, 340 feet, near Beatrice, 
Neb. 

7. Elkhorn River, 320 feet, near Hooper, 
Neb. 

8. Platte River, 780 feet, near Fremont, 
Neb. 

9. Beaver River, 1610 feet, near Knowles, 
Okla. 

Among other rivers spanned are_ the 


Arkansas, Saline, Republican and Smoky Hill, 
with bridges of 440, 140, 480 and 220 feet, 
respectively. 
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The Flow Cycle for 


Summer Air Conditioning 


HE year 1932 will go down as a 
period in which the gas industry 
began to capitalize upon its de- 
velopment work on summer air condi- 


tioning. Accelerated interest in this 
subject is already very evident. dSince 


the first of the year a number of indus- 
trial and engineering groups have placed 
the subject of air conditioning by gas 
heat energy on their convention pro- 
grams, one important meeting being 
that of the American Society of Re- 
frigerating Engineers and the American 
Society of Heating and Ventilating 
Engineers, at Cleveland, Ohio, late in 


January. At this session Eugene D. 
Milener, industrial research representa- 
tive of the American Gas Association, 
presented an able paper on summer air 
conditioning of residences. A_ booth 
was conducted at the exposition held in 
connection with this meeting, at which 
the Silica Gel gas operated air condi- 
tioning unit had its first public demon- 
stration. 

This unit is the outgrowth of field 
tests sponsored by the A, G. A. Com- 
mittee on Industrial Gas Research, and 
a description of its operation is a matter 
of timely interest to the whole gas 
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FIG. 1. 


Diagrammatic flow sheet of Silica 
Gel summer air conditioner with 
warm air furnace installation. 


FIG. 2. 


Silica Gel summer air conditioner 
with boiler and heater-cooler for 
winter heating. 


industry. Through the courtesy of 
B. P. Fonda of the Silica Gel Corp. 
Western Gas presents tour flow sheets 
of the air conditioner showing it as ap- 
plied with warm air furnace, and with 
modifications adapting it to residential 
use under other conditions. Mr. Fonda 
provides the following description of 
the flow sheets: 


Fig. 1: This shows the application of 
the Silica Gel summer air conditioner 
to a residential warm air furnace heat- 
ing installation. 

The main circulation fan shown sup- 
plies the air circulation through the 
house both in summer and_ winter. 
There is a fan incorporated in the dehy- 
dration unit which draws fresh air 
through a filter and forces this air 
through the Silica Gel beds. The dried 
air is then cooled and delivered to the 
inlet of the main circulation fan where 
it is mixed with the return air from the 
house. This mixture, now having the 
proper moisture content, passes through 
a cooler where the temperature is low- 
ered to within 5°F. of the tap water 
temperature. [he cooled, dried air 
then passes through a dry filter and 
through the furnace and supply ducts to 
the house. ‘The cooler is of the indirect 
type, water being circulated through 
copper tubes and the air in passing over 
these tubes gives up its heat to the water. 

The water which leaves this cooler 
now flows through a second cooler, in 
the dehydration unit, where the dried 
2ir is cooled. ‘This cooler in the dehy- 
dration unit is identical to that in the 
main air stream and is necessary to re- 
move the heat generated by the con- 
densation of the moisture from the air 
in the pores of the Silica Gel. 

The activation exhaust line carries 
out to atmosphere the moisture laden 
air trom the bed of Silica Gel which 
is being reactivated by heat. This acti- 
vation air-flow is supplied by the fan 
in the dehydratiom unit. 

(Continued on Page 44) 
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Window and 
Store Display 


NEW window display service has 

been announced by the American 
Gas Association—a series of window 
and store display sets available at modest 
cost to individual companies. ‘This series 
has been prepared at A.G.A. headquar- 
ters under the supervision of Keith Clev- 
enger, publicity and advertising direc- 
tor, in cooperation with the Window 
and Store Display Committee of the 
Commercial Section. 

Included in the display material are 
three backgrounds, some 30 life-size cut- 
outs of display figures, and 20 miscel- 
laneous display pieces stressing the ser- 
vice features of the appliances exhibited. 
The backgrounds are 6 feet high, and 
may be set in from 8- to 16-foot width. 
They consist of a Dutch tile kitchen 
background, a bathroom background, 
and a combination drawing room and 
basement background. 

Subjects scheduled in the series of dis- 
plays include four gas range and two 
refrigerator themes, three hot water 
(bathroom ) topics, and five househeating 
(both furnace and space) displays. 

One of the gas range windows is re- 
produced on this page. “There’s Silence 
When You Make Ice Cream in a Gas 
Refrigerator” is the title of a display 
showing two children seated, with plate 
and spoon in hand, watching a gas re- 
frigerator. Among the hot water sub- 
jects is one showing a youngster in a 
tub, his mother bathing him. ‘This car- 
ries the title, “What Chance Has a 
Feller to Put Off a Bath—When the 
Hot Water’s Always Ready ?”’ 

The materials are of durable construc- 
tion, adaptable to a variety of uses, and 
may be had at an average cost of $15 per 
window display. Full details on these 
accessories, and descriptions of individ- 
ual window trims, may be had from the 
American Gas Association. 

Arrangements have also been made to 
supply special copy service for use in 
gas range advertising. Planographed re- 
productions of 59 gas cooking advertise- 
ments which have appeared in the 
A.G.A. Art and Copy Service during 
the past two years have been prepared, 
together with 24 advertisements of sim- 
ilar theme chosen from gas company 


l'ypical window display, using A.G.A. background and cut-outs. 


copy. Selection of material desired may 
be made from these advertisements, and 
matrices of illustrations needed for the 
copy are available from the A.G.A. 
This material on ranges has been pro- 
vided in recognition of the pressing need 


tor general emphasis upon the range 
load in company advertising. Other 
educational range direct 
mail and display use, is also to be had 
trom the A.G.A. Publicity and Adver- 
tising department. 


material. for 


Budget Plan Spreads the Cost of 


Heating Service 


AST year Seattle Gas Co. adopted 

a plan for spreading the cost or 
gas heating service over the entire year. 
This answers two purposes: First, it 
gets the customer in the habit of speak- 
ing of the average cost per month of 
house heating; second, it enables him 
to pay lower amounts in the winter time 
than he would otherwise pay and appeals 
to him around the holidays where nor- 
mally he would pay high bills. The 
budget plan gives him more money for 
Christmas buying. 

The budget plan was put into effect 
in the early summer months in the belief 
that we should only extend the starting 
of the plan during summer, under which 
circumstances the customer would build 
up a reserve to pay for some of the 
heavier heating bills during the winter. 
We found, however, that the customers 
desired to go on the budget plan in the 


By RAY TROWBRIDGE 


Industrial Gas Engineer 
Seattle Gas Company 


tall when our heavier heating sales were 
made and so we changed the plan to 
meet these conditions and permit the 
customer to take advantage of the bud- 
get system at any time during the year. 

At the end of the fiscal year the bud- 
get amounts are adjusted and if the cus- 
tomer has overpaid his actual cost of 
service for the year, we refund the 
money or give him credit on his account. 
On the other hand, if he has not paid 
enough to cover the entire cost of ser- 
vice, he is billed for the balance. 

The budget plan may be continued 
from year to year on the adjusted basis 
of last year’s bills. Going over a num- 
ber of these accounts where the budget 
plan was in effect last vear, we have 
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found in practically every instance that 
the actual cost was less than we had 
estimated. In cases where the cost was 
more than we estimated, the additional 
amount was only a few dollars. Cus- 
tomers who were on this plan last year 
are again taking advantage of it, as they 
found it very attractive and satistactory. 

The form on which this record is kept 
is illustrated in Fig. 1. It shows the 
total consumption and total bills, to- 
gether with the estimated amount tor 
domestic consumption based on the sum- 
mer months when heating 1s not nor- 
mally used. From this, the estimated 
heating consumption and cost are ob- 
tained. We then utilize our degree day 
weather bureau requirements on_ the 
estimated yearly bill and with these 
facts in mind plot two curves, one on 
the degree day monthly revenue against 
the actual monthly bills and the other 
on the degree day cumulative revenue 
and the actual cumulative bills. 

We are able through these curves to 
check the customer’s expenditures tor 
heating and if we find that he is using 
too high a temperature as indicated by 
his use of gas tor a particular month, 
we are able to call his attention to im- 
proved ways of operating his system. 
This keeps us in constant touch with our 
house heating installations enabling us 
to know the satisfaction gas heating is 
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Fig. 1 


giving. We are able to use the custo- 
mer’s name in recommending our ser- 
vice. 

This year’s customers who are taking 
advantage of the budget plan will out- 
number last year’s by probably three to 


one. We are urging our customers to 


take advantage of the budget plan when 
the installation is first signed up so that 
they will not be faced with a large gas 
bill right after the job is installed. ‘This 
is particularly true in the fall months 
when we sell most of cur house heating 
installations. 


Service After Sales Holds she 


Domestic Load 


T the Eastern Natural Gas Sales Con- 

ference, conducted in Pittsburgh by the 
American Gas Association, February 25-26, 
an outstanding paper was that by Mr. Hoag- 
iand. The author deals frankly with faults 
common to gas utility sales practice, and in- 
dicates the directions in which changes are 
needed. Due to limited space, his remarks 
are briefed below, and the section on holding 
the water heater load is deleted.—Editor. 


EVIEWING some of our current 

sales prectices let us take the gas 
range. Most new business departments, 
including my company’s, set up an an- 
nual forecast of new business sales in 
dollar volume. In this torecast we set. 
say two range campaigns, one in March 
and one in September. When these 
times come, we concentrate and try to 
make our quota. In some cases we even 
employ extra men, part time men. We 
almost break our necks to get that quota. 
When the campaign is over we have 
either exceeded or approached our quota. 
Isn’t it true that the gas ranges are 
immediately forgotten—even as_ to 
whether or not the ranges which have 
been sold are properly installed and 
properly adjusted? It has been my ex- 
perience that 50 per cent of the best 
known oven heat regulators require 
adjustment, upon being set in the custo- 
mer’s home. ‘This is not to be construed 
as a complaint against heat control man- 
ufacturers. In most cases uncontroll- 
able conditions of shipment, and rough 
handling of crated gas ranges are to 
blame. 

In the sale of water heaters, most new 
b.iness managers place enough confi- 
d xc in their appliance salesman _ to 
selec. che proper size of storage tank and 
it an order comes in for a water heater, 
the chances are pretty good the customer 
will get the size that was sold to him. 
But should we not make some exact 
ruling as to the limits that a certain size 
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Kentucky-Tennessee Light and Power 
Company, Bowling Green, Ky. 


water heater can be sold in supplying 
hot water? Have our salesmen been 
competent to actually tell with reason- 
able accuracy, just what is the cost of 
operation of a certain size water heater? 
Our competitors will tell you right down 
to the last kilowatt. On some properties 
instantaneous heaters are pushed as much 
or more than storage types. Have we 
decided for our salesmen when to sell 
an instantaneous heater and when to sell 
an automatic storage heater? Is care 
exercised in seeing that the appliance is 
burning properly after it has been in- 
stalled ? 

It house heating is to expand as it 
should, estimates that are too conserva- 
tive must not be tolerated. Many house 
heating installations, both central-de- 
signed and conversion, should not have 
been placed on the company’s mains, due 
to undersize radiation or improper in- 
stallation of the means of conveying heat 
from the heating plant to the rooms to 
be heated. 

We have to face those facts about our 
present method of selling today. We 
must eliminate high pressure selling in 
our industry, and correct the inadequate 
service in installing new appliances by 
service men. ‘This responsibility, in my 
opinion, rests with the New Business 
Department, and not with the company’s 
service department. Our salesmen are 
not following their sales with regular 
follow-up calls and reporting these calls 
to their superiors. We have no one 
source of authority to select proper mer- 
chandise with respect to size. No one 
has authority to refuse to accept an 
order for equipment which it is reason- 
ably certain will not be satisfactory, or 
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presents a hazard in the home. New 
business managers have not attempted 
to sell employees first. Many employees 
are not gas consumers, not gas conscious. 

Our company has welcomed the at- 
tempt by our new business department 
to conduct a training school for all em- 
ployees, particularly appliance service 
men, in order that they might learn the 
proper adjustments of all appliances. 
These meetings are held once a week 
for various groups. In most cases the 
sales floors were used in the evenings. 
It is important that all salesmen be 
taught how to adjust appliances on our 
properties. Some companies oppose this 
policy, but I firmly believe that a sales- 
man carrying spud wrench, a screwdriver 
and a pair of pliers, when _ properly 
trained saves the service department time 
and money. 

With every sale of a gas range (or 
water heater) a letter goes out to the 
customer signed by the salesman (not 
the district manager, because it is en- 
tirely possible for the customer not to 
know the district manager). We use a 
well mimeographed letter and fill in the 
customer’s name. ‘This letter is of the 
“thank you” type. [he same letter 
cannot be used in all properties, as it 
must bear local color of the surrounding 
community. “wo weeks later, a second 
letter is sent out inviting complaints if 
there are any. This letter serves two 
purposes. It checks up on the salesman 
who should have made his follow-up 
calls. And the customer appreciates 
receiving this letter. It tends to stop 
her from talking if she has a complaint. 
It has good will involved; most of us 
overlook the fact that the only mail 
received by the public from us today 
consists of bills for fuel and _ letters 
soliciting the purchase of our investment 
securities. 

According to our plan, there must be 
three definitely important steps which 
must be considered to successfully close 
(and hold) a house heating job. 

The first is a predetermination of your 
actual competitive costs. 

The second step in our selling plan is 
to determine for ourselves what type of 
equipment the prospect should have. 

Thus the house heating survey is one 
of the most important parts of holding 
the house heating load. Accurate rec- 
ords must be made of the plans of the 
house to be heated, for this survey is to 
be your record of how carefully you 
have calculated your heat losses. 

The size of the heating plant must be 
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‘ALES managers on the lookout for 
graphic ways to set up their mer- 
chandising programs may be able to put 
to use an idea developed by A. E. 
Schwarz, commercial manager of the 
Minnesota Northern Power Co. The 
unigue sales chart shown above was pro- 
duced for the new business departments 
ot the Minnesota Northern system, each 
division sales manager being given one 
ot the charts as an inspiration to greater 
sales effort in 1932. Mr. Schwarz pro- 
vides the following tormula for the 
chart’s composition: 

A circle, 36 inches in diameter was 
laid out on a large card and divided into 
12 equal segments. Cut-outs of the va- 
rious appliances were pasted on in their 
correct month space, as were also tradi- 
tional symbols of the months—for in- 
stance, along with shamrocks and corn 
cob pipes in the March division were 
placed pictures of water heaters and 


Sales Plan Graphic . . . 


’ 
‘ 


incinerators. In February, hearts and 
gas ranges announced a “Sweetheart 
Contest” February 1 to 14, while the 
Christmas motit is brought Out with 
a stocking, and the featuring of the 
‘‘oift theme.’’ A photostat was made to 
18 inches by 18 inches atter the cut-outs 
were pasted on, and the photostat hand 
colored. ‘This was then mounted on a 
board, sprayed with transparent duco 
and framed with passe partout. 

The circles placed on each OT the iz 
monthly calendars are for the purpose 
of keeping track of the sales tor the 
month; for example: if 60 per cent of 
the sales quota is made, a line is drawn 
from the dot in the center to the “60,” 
the space from zero to the line at “60” 
is filled in with red pencil. It more than 
100 per cent of the quota is filled, tor 
example, 110 per cent, the space trom 
zero to 10 is filled in with a blue pencil, 
the remainder of the circle with red. 
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AKING a rate change is a pro- 

cess nearly every utility operator 

has been through not once but 
several times in the course of his expe- 
rience. But making a rate reduction and 
at the same time extracting from it the 
utmost in public appreciation of its sig- 
nificance in sustained or even increased 
revenues and merchandise sales is a pro- 
cess that has not always had the careful 
organization and study we have 


and cooking, gas at this price is more 
economical than any of the competitive 
fuels available in Seattle for these pur- 
poses. 

Arrived at the answer to where the 
reduced rates would be established, we 
started on the question of how to intro- 
duce them to our customers in a manner 
that would pay us maximum returns in 
three ways; aroused public interest in 
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gas service and its value in the home, 
stimulated merchandise sales and their 
attendant increase in gas consumption 
and finally, if possible, sufficient increased 
consumption of gas itself to oftset the 
estimated revenue drop occasioned by 
the cut in rates. 

For some time officials of our parent 
company, the Central Public Service 
Corp. of Chicago, had been watching the 

newly established “therm rates”’ 


given to other phases of gas 
property operations. 

So, last fall, when Seattle 
Gas Co. decided to lower its 
domestic rates materially in 
Seattle, we started early in our 
calculations to study the matter 
of how best to “sell” those 
rates, and the Seattle Gas Co. 
with them, to the people we 
served. 

Of course, the rates them- 
selves were designed, among 
other things, to give Seattle res- 
idents a rate for gas service for 
automatic water heating that 
would enable them to enjoy 
this completely modern and up- 
to-date gas heated service at a 
money savings over the wide- 
spread competition we expe- 
rience in the Northwest trom 
cheap fuel oil heating, one cent 
electric cooking, furnace coils 
and the eight mill electric rate 


eee today...all here may have it 


a new low 
‘therm rate 


° GAD 


Optional... as offered by your 
Gas Company... it can cut 5% to 30% 
from household service costs for all who 


modernize with 


of the Peoples Gas Light and 
Coke Co. of Chicago and be- 
fore that had been speculating 


on the therm rates used by 
English gas companies since 
1920. ‘There seemed certain 


decided advantages of establish- 
ing rates on a thermal basis 
from the operating standpoint, 
but more than that from the 
sales and publicity standpoint a 
change to a therm basis was a 
‘‘natural” as the saying goes. 
Accordingly, we decided to 
make the change to a therm 
basis at the same time we offered 
our customers and the people of 


Seattle lower rates for gas 
service. And the _ planning 
started. 


Our advertising department, 
working with our advertising 
agency, the J. Walter Thomp- 
son Co., started the preparation 
of a series of advertisements 


for off-peak water heating. A 
further feature of the rates was 
that gas cooking, used in con- 
junction with automatic water 
heating, became eligible to the 
same low cost gas we were 
offering for water heating and 
house heating or refrigeration. 

In short, whereas previously 
it has taken a substantial block 
of gas house heating to qualify 
the gas user tor low cost gas 
service, under the new set-up 
an automatic water heater in- 
stallation serves as the open 
sesame to gas averaging as low 
as 1.6 cents a unit under the 
therm rates, equivalent to 70 
cents a thousand cubic feet. 
Used for storage water heating 


designed to tell the public not 
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Washington and che Washington 
State Normal School conducted the 
cests Over their findings the Gas 
Company had no control 

Yer sorte the savings their faces 
prove The cases giver are figured on 
the utility uses of typical families: Tee 
serve erquarcement of and perteble savemgs 
ne mwor Seattle fameles aon sham tex 


SEATTLE 
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To handle your :pquiries, extra tele- 
fase aie and 2 specs! corps of 
tra 5 + i. 


provided. Cal) MAsn 6767 today. Or 
come ip personally to any of oer 
display sooms 

Find out about the ocw therm rate 
now. Check the moncy savings it will 
belp you make t@ your ows bome 


COMPANY 


1308 Feurth Aveeve 


For information about the therm rate, phone MAsa 6767 


A sample of the newspaper advertising copy used by 


Seattle Gas Co. in publicizing its rate change. 


erally, but a rate reduction 
coupled with a change to a new 
gas service measurement basis 
proved the basis for a strong 
campaign with a built up news 
interest of scientific and sales 
background. Home _ economics 
and physics experts of the 
Washington State Normal 
Schools and the University of 
Washington were called in to 
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Association Headquarters: 447 Sutter St., San Francisco \Y 


Pacific Coast- 


Managing Director: Clifford Johnstone 


Committees Start Final Drive 


ITH the Mid-Winter Conter- 
ence well behind them, the Asso- 
ciation committees are busy assembling 
data to be included in their final re- 
ports. Section chairmen have issued 
notices that all reports should be com- 
pleted and turned in by about May 15 
so there is but little more than 30 days 
remaining. here are on this page some 
additions and changes in committee 
memberships not heretotore reported. 
The complete organization of the Ac- 
counting Section is as follows: 


Accounting Section Committees 


C, D. Cushman, chairman, Los Angeles 
Gas and Electric Corp. 

R. N. Dreiman, vice-chairman, Standard 
Management and Operating Corp. 

B. H. Hoke, vice-chairman, Spokane Gas 


and Fuel Co. 


Merchandise Accounting 


H. M. Riehle, San Diego Consolidated Gas 
and Electric Co., chairman. 

J. A. Brice, British Columbia Electric Rail- 
way Co., Ltd. 

A. B. Cates, Southern California Gas Co. 

W. J. McCoy, Southern Counties Gas Co. 

C. W. Platt, Portland Gas and Coke Co. 

Pierre Vinet, Coast Counties Gas and Elec- 
tric Co. 

Auxiliary 


Accounting in Connection with 


Motive Equipment 


A. S. MacDougall, Los Angeles Gas and 
Electric Corp., chairman. 

H. V. Buffington, Los Angeles 
Electric Corp. 

W. D. Chambers, San Diego Consolidated 
Gas and Electric Co. 

Bert Embry, Southern California Gas Co. 

Gus Hamilton, Southern Counties Gas Co. 


Gas and 


Purchasing and Stores Accounting 


J. Q. Ewing, Southern California Gas Co., 
chairman. 

C. W. Cropp, British Columbia Electric 
Railway Co., I td. 

Wm. Evans, L. A. Gas and Electric Corp. 

Wm. Giese, Southern Counties Gas Co. 


J. G. Hawkins, Portland Gas & Coke Co. 
John Zimbleman, San Diego Consolidated 


Gas and Electric Co. 


Preservation and Destruction of Records 


E. C. Cox, Southern Counties Gas Co., 
chairman. 
N. H. Bradshaw, Los Angeles Gas and 


Electric Corp. 
W. E. Cook, Spokane Gas & Fuel Co. 
G. A. Detrick, Southern California Gas Co. 
L. R. French, San Diego Consolidated Gas 


and Electric Co. 


Ralph Henderson, Coast Counties Gas & 
Electric Co. 
(seo. F. Mackenzie. Portland Gas & Coke 


Co. 
Fixed Capital Records 

S. W. Binckley, 
chairman. 

M. E. Bauman, Los Angeles Gas and Elec- 
tric Corp. 

©. A. Honey, Southern Counties Gas Co. 

W. C. F. West, Los Angeles Gas and Elec- 
tric Corp. 


Southern California Co., 


Natural Gas Classification of Accounts 


R. A. Hornby, Pacific 
chairman. 

E. N. Simmons, Los Angeles Gas and Elec- 
tric Corp. 


Commercial Section Committees 


Load Value of Appliances 


H. W. Geyer, chairman, announces that L. 
J. Brundage, Pacific Gas and Electric 


Lighting Corp., 


Co.; W. P. Hand, Southern California 
Gas Co.; and L. C. Rausch, Montana 
Power Co., have accepted membership 


on the committee. 


dir Conditioning 


H. L. Warren, chairman, announces the 
membership of the committee as follows: 

C. E. Arundal, Southern Counties Gas Co. 

D. S. Kelleway, Portland Gas & Coke Co. 

C. B. Patterson, San Joaquin Light and 
Power Corp. 

J. W. Wrenn, Pacific Gas and Electric Co. 


Overhead Unit Space Heaters 


J. H. Hill, Pacific Gas and Electric Co., 
has been appointed chairman of this 
committee replacing S. E. Runser, re- 
signed. 


Technical Section Committees 


Compressor Stations 
B. E. Embry. Southern Calitornia Gas Co.., 


President: Jas. L. Stone 


Vice-President and Gen. Manager, Spokane Gas and Fuel Co. 


has accepted membership on this com- 


mittee. 
Servicing of Special Installations 


W. F. Pape, chairman, announces the ap- 
pointment of C. A. Thorp, Los Angeles 


Gas and Electric Corp.; H. W. Geyer, 
Southern Counties Gas Co.; and J. N. 
Young, Pacific Gas and Electric Co., to 


membership. 
Governors and Regulators 


Wm. A. La Violette, chairman of this com- 
mittee, gives its complete membership as 
follows: 

H. G. 
Co. 

Otto Boyd, Southern California Gas Co. 

W. H. Davis, Pittsburgh-Equitable Meter 
Co. 

F. English, Pacific Gas and Electric Co. 

Otto Goldkamp, San Diego Consolidated 
Gas and Electric Co. 

E. H. Hammond, Neilan Co., Ine. 

Henry Harris, Los Angeles Gas and Elec- 
tric Corp. 

D. S. Kelleway, Portland Gas & Coke Co. 

J. V. Thomas, Natural Gas Equipment Co. 

W. I. Thrall, Reliance Regulator Corp. 

F. H. Winslow, Southern Counties Gas Co. 


Andrews, Southern California Gas 


Domestic Meters 
Chairman D. E. Farmer has appointed F. 
A. Hough, Southern Counties Gas Co.. 
to membership. 


Pipe Protection 


Chairman O. L. Wrestler 
following new committee members: 
A. W. Flippin, Pacific Gas and Electric Co. 


announces the 


R. L. Hall, British Columbia _ Electric 
Power and Gas Co. 

Geo. A. Stuart, Seattle Gas Co. 

B. A. Williamson, Los Angeles Gas and 


Electric Corp. 
Gas Holder Maintenance 


C. P. Johnston, chairman of the Production 
Committee, announces that D. B. Larson, 
Portland Gas & Coke Co., has accepted 
the chairmanship of this committee. 


Pacific Coast Trade Relations Study 


N cooperation with the Pacific Coast 
| Electrical Association and the Pa- 
cific Coast Electrical Bureau, the Asso- 
ciation has undertaken to make a thor- 
ough study of trade relations problems 
as they affect manufacturers, jobbers, re- 
tailers and public utilities in the market- 
ing of gas and electric appliances. 

The study will be directed by a joint 
committee headed by F. M. Banks, gen- 
eral superintendent of sales of the 
Southern California Gas Co. and chair- 
man of the Commercial Section of the 


Pacific Coast Gas Association. Work 
ing with Mr. Banks will be H. M. 
Crawtord, general sales manager of the 
Pacific Gas and Electric Co.; H. C. 
Rice, manager merchandising department 
of the Southern California Edison Co. ; 
H. H. Courtright, president of Valley 
Electric Supply Co.; K. Il. Dazey, man 
aging director of the Pacific Coast Elec 
trical Association, and Clhtford John- 
stone, managing director of the Pacific 
Coast Gas Association. 

This committee has employed C. A. 
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Swigart as its field representative. Mr. 
Swigart has an excellent background of 
public utility and newspaper experience 
and has been active in the civic aftairs of 
Medford, Oregon, for many years, hav- 
ing served as president of the Chamber 
of Commerce, school board and Rotary 
club in the community. His experience 
also includes distribution of appliance 
lines on the west coast. 

Mr. Swigart has already commenced 
his activities, working directly under 
K. I. Dazey, managing director of the 
Pacific Coast Electrical Bureau. Mr. 
Swigart’s headquarters will be at 447 
Sutter Street, San Francisco. 


Association Membership 


In common with other trade associa- 
tions, the Pacific Coast Gas Association 
has suffered some loss in membership this 
year. [he loss is, however, very small 
in comparison with most associations 
and the membership can easily be brought 


back to its peak by a little missionary 
work. 

For the balance of the present fiscal 
year new individual members can join 
the Association for $2.50. Other mem- 
berships are also reduced by 50 per cent. 
There is no initiation fee. 


Mfer.s Section Executive 
Committee Meeting 


Chairman R. L. Hinckley presided at 
a meeting of the Executive Committee 
of the Manufacturers’ Section which was 
called in Los Angeles on March 10 to 
consider the report of the managing di- 
rector, Clifford Johnstone, who had at- 
tended the Chicago meeting of the 
Manufacturers’ Section of the American 
Gas Association. John H. Sattler of 
Gaffers & Sattler also attended the Chi- 
cago meeting and rendered a report on 
the impressions he received there. 


Appliance Society Plans Range Campaign 


NOTHER big spring drive on gas ranges 

has been laid out, all plans are com- 
pleted and from April 11 to 16, the Gas Ap- 
pliance Society of California will embark on 
its annual gas range week. The success of 
these campaigns throughout northern Cali- 
fornia in the past encourages the executive 
committee to feel that the results of the 1932 
campaign will compare favorably with those 
held in previous years. 

To assist the dealers in utilizing to the 
utmost the public interest that will be created 
by an extensive campaign of publicity, post- 
ers, street car cards and radio, the Board of 
Directors of the State Society has made two 
specific recommendations which, if followed 
by the dealers, will give a uniform aspect to 
the campaign over the entire territory. 


The recommendations are: ‘ 


(1). That the special campaign offer o 
an oven heat regulator free will be made 
only during the campaign week and the 
Saturday preceding it, and will be applicable 
only to kitchen heater types regularly selling 
for a net cash price of $116 or more, and 
straight gas types regularly selling for a net 
cash price of $96 or more. 


(2). That there be no mention of specific 
terms or length of payments in the advertis- 
ing during the spring gas range campaign 
and that no additional premiums be given 
‘ away other than the oven heat regulator. 


As in past drives of this kind, the society 
will provide local dealers with colorful win- 
dow display posters and heavy cardboards, 
size 21 inches x 27 inches, bearing the 
message, “This Week Only. You Can Save 
$16.00 on a Gas Range.” Similar posters 
have been prepared for use on the dash- 
boards of street cars in San Francisco and 
the East Bay District, and material has been 
made available for other units of the society 
desiring to cooperate in this advertising. 


Radio broadcasting also. has<been- enlisted, 
and at frequent intervals during the week, 
appropriate sales messages will be broadcast. 

From the headquarters of the Gas Ap- 
pliance Society in San Francisco are issuing 


publicity releases, which in past years have 
been used to the extent of thousands of 
column inches. Inasmuch as a novel motive 
has been created for this year’s material, it 
is expected that it will meet with favor at 
the hands of the press. 

This year’s publicity is being developed 
around the names and photographs of fa- 
mous motion picture stars. Many of the 
great personalities of the screen have been 
photographed in their kitchens, and press 
agent releases quote their favorite gas- 
cooked recipes. 

Dealers who are alive to the possibilities 
of the campaign will secure free of charge 
mats of the oven heat regulator made from 
a composite sketch of most poupular types of 
regulators, as well as mats of the Gas Ap- 
pliance Society seal. 

To further encourage the use of window 
displays, a window trim contest will be held, 
and for the most attractive display featur- 
ing gas ranges during the campaign week, 
$20 and $10 prizes will be awarded. An 
impartial committee from the experts of the 
San Francisco Advertising Club will judge 
the entries. 

Manufacturers and jobbers are all coop- 
erating in furnishing dealers with various 
sales aids, literature and envelope stuffers, 
and the entire appliance industry of northern 
California is preparing to cooperate with the 
public utilities to the end that 1932 may be 
remembered as a banner sales year. 


Second San Francisco Line 


Gets Under Way in March 


Preliminary construction operations are un- 
der way on the second feeder line into San 
Francisco, Calif., supplying that city with 
natural gas from Kettleman Hills. Pacific 
Gas and Electric Co. reports that the line will 
consist’ of 45 miles of 26-inch pipe and will 
cost approximately $1,870,000 with comple- 
tion scheduled for six months hence. 

Starting at the San Mateo-San Francisco 
line near the intersection of Alemany and 


WESTERN GAS 


1932 Calendar 


April 


Distribution Conference — American 
Gas Association ‘Technical Section, 
Ninth Annual Convention, Tutwiler 
Hotel, Birmingham, Ala., April 6-8, 
1932. 


Mid-West Gas Association—Annual 
Convention, St. Paul Hotel, St. Paul, 
Minn., April 11-13, 1932. 


Missouri Association of Public Utili- 
ties—Annual Convention, Elms Hotel, 
Excelsior Springs, Mo., April 28, 29 
and 30, 1932. 


Southern California Meter Assocta- 
tion—Los Angeles, Calif., April 28, 
1932. 


May 


Southern Gas Association—Annual 
convention, Monteleon Hotel, New Or- 
leans, La., May 3-4-5, 1932. 


Natural Gas Department, American 
Gas Association—Annual Convention, 
Tulsa, Okla., May 9-11, 1932. 


National Fire Protection Associa- 
tion—Atlantic City, N. J., May 9-12, 
1932. 

June 


Canadian Gas Association—25th An- 
nual Convention, Fort Garry Hotel, 
Winnipeg, Manitoba, Can., June 9 
and 10, 1932. 


July 


Michigan Gas Association—Annual 
Convention, Grand Hotel, Mackinac 
Island, Mich., July 5-7, 1932. 


August 


Pacific Coast Gas Association — 
Thirty-ninth Annual Convention, Au- 
gust 23-26, 1932. 


October 


American Gas Associtation—Annual 
Convention, Atlantic City, N. J., Octo- 
ber 10-14, 1932. 


Junipero Serra boulevards, the new line will 
follow the Skyline boulevard to a point west 
of Palo Alto, from there it will run to a 
point near the Sunnyvale airship base and 
thence through Alviso to the Milpitas meter- 
ing station, joining the main Kettleman-Mil- 
pitas carrier. 

Seven miles of the line in the San Fran- 
cisco city limits are now nearing completion. 


Pittsburg Water Heater Co. 
Moves Its San Francisco Offices 


Pittsburg Water Heater Co., under the 
management of Charles Aaronson, has re- 
cently announced the removal of its head- 
quarters from 478 Sutter St., San Francisco, 
to 898 Van Ness Avenue. The company has 
been located at the Sutter Street address for 
the past 17 years, and the new move to more 
spacious quarters is in line with a program 
of expansion. 


@ 


April, 1932 
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Metropolitan Tulsa’s skyline will be a familiar sight to 


convention goers. 


Program Details Released for Tulsa Meetings 


INAL plans for the Annual Convention 

of the Natural Gas Department of the 
American Gas Association, to be held this 
year at Tulsa, Okla., May 9, 10 and 11, are 
being completed, a tentative working pro- 
gram having been re- 
leased by A. E. Hig- 
gims, secretary of the 
Department. 5 a 
Strickler, vice-p resi- 
dent and general man- 
ager of the Kansas 
City Gas Co., Kansas 
City, Mo., is chairman 
of the Natural Gas 
Department of the A. 
G. A. 

All convention ses- 
sions will be held in 
the Crystal Ball Room 

T. J. Strickler of the Mayo Hotel, 

the first session begin- 
ning at 2 p.m. on Monday, May 9, several 
pre-convention committee meetings also hav- 
ing been planned for that day. A _ joint 
meeting of the sub-committee on Code for 
Testing Natural Gas for Gasoline Content 
and a committee of the Natural Gasoline 
Association of America will be held Monday 
morning, May 9. The main technical and 
research committee and sub-committees will 
meet in the private dining room of the hotel 
on Monday morning. 


Registration of delegates, of which it is 
estimated there will be about 1,500, also will 
be taken care of Monday morning. 


The annual meeting of the executive, man- 
aging and advisory committees will convene 
in the French room of the Hotel on Monday 
evening, May 9, for a dinner and business 
session. 


On the Tulsa general session program will 
appear the following features: 


Monday Afternoon, May 9 


Opening Remarks—T. J. Strickler, chair- 
man, Natural Gas Department, A.G.A. 


Invocation—Dr. C. W. Kerr, Pastor, First 
Presbyterian Church, Tulsa, Okla. 


Address of Welcome—Mayor of Tulsa. 


Address—E. A. Olsen, president, Okla- 
homa Natural Gas Corp., Tulsa, Okla. 


Address of the Chairman—T. J. Strickler, 
vice-president, Kansas City Gas Co., Kansas 
City, Mo. 


Appointment of Committee on Chairman’s 
Address—L. K. Langdon, vice-chairman, 
Natural Gas Department. 


Address—R. W. Gallagher, 
American Gas Association. 

Address—Alexander Forward, managing 
director, American Gas Association, New 


York. 

“This Changing World’—A talk on oil, gas 
and the banks, their relation to public wel- 
fare—Walter F. Ferguson, vice-president, 
Exchange National Bank, Tulsa. 

Informal Addresses by Gas Company Ex- 
ecutives. 


president, 


Tuesday Morning, May 10 


Appointment of Committee on Final Reso- 
lutions—T. J. Strickler, chairman, Natural 
Gas Department. 

Dealer Cooperation, the Need and Justi- 
fication for Utility Selling—LeRoy M. Ed- 
wards, general counsel, Southern Counties 
Gas Co., Los Angeles, Calif. 

Dealer Cooperation by Affiliated Associa- 
tions—A. E. Bettis, president, Missouri As- 
sociation of Public Utilities, Kansas City, Mo. 


Report of Main Technical and Research 
Committee and Sub-Committees—H. C. Coop- 
er, chief engineer, Hope Natural Gas Co., 
Pittsburgh, Pa. 

Developing New Uses for Gas and the 
Need for Such Accomplishment—Henry O. 
Loebell, vice-president, Combustion Utilities 
Co., New York. 


Tuesday Afternoon, May 10 


General Condition in the Industry—E. B. 
Reeser, president, Barnsdall Oil Co., Tulsa, 
Okla. 

Rate Legislation and Taxes—Judge H. O. 
Caster, Henry L. Doherty & Co., New York. 

Large Diameter Transmission Lines—E. F. 
Schmidt, general superintendent, Lone Star 
Gas Co., Dallas, Texas. 

Water Vapor in Natural Gas—C. H. M. 
Burnham, chief engineer, Colorado-Wyoming 
Gas Co., Denver, Colo, 


Wednesday Morning, May || 


Wrinkles—H. J. Hoover, Natural 


Cincinnati, Ohio. 

Report of Committee on Supply Men’s 
Fund—J. B. Tonkin, vice-president, Peoples 
Natural Gas Co., Pittsburgh, Pa. 

Latest Developments in Production—H. A. 
Wallace, president United Fuel Gas Co., 
Charleston, W. Va. 

Conservation of Gas in Completion of 
Well Drilling and Gas Well Deliveries—N. 


Gas, 


C. McGowen, president, United Gas Public 
Service Co., Houston, Texas, and E. L. Rawl- 
ins, natural gas engineer, U. S. Bureau of 
Mines, Bartlesville, Okla. 

General Utility Situation—J. F. Owens, 
president, National Electric Light Association, 
Oklahoma City, Okla. 

‘Motion Picture of Roumania’s Burning 
W ell—M. M. Kinley, Kinley Brothers, Tulsa, 
Okla. 


Wednesday Afternoon, May |! 


Major Future Sales Problems—Samuel In- 
sull, Jr., vice-chairman, Middle West Utili- 
ties Co., Chicago, III. 

Dehydration and Oil Fogging—R. M. Red- 
ding, general superintendent, Dallas Gas 
Co., Dallas, Texas. 

Question Box and Discussion—J. D. Crevel- 
ing, Henry L. Doherty & Co., New York. 

Report of Committee on Chairman’s Ad-. 
dress. 

Report of Committee on Final Resolutions. 

Final Business and Closing Remarks. 


An interesting program of entertainment 
has been planned, beginning with a barbeque 
scheduled for 6:30 p.m. at the Tulsa Coun- 
try Club on Monday, followed by an informal 
dance. <A bridge luncheon for convention 
ladies will be held in the Mayo Hotel on 
Tuesday, May 10, and on Tuesday at 7:30 
p.m. a cabaret banquet and dance will be 
held in the Crystal Ball Room of the hotel. 
There will be no speakers, and the enter- 
tainment committee has planned an unusual 
vaudeville entertainment for the occasion. 


Line Route for Columbus, Neb. 
Extension is Changed 


The routing of Northern Gas and Pipe 
Line Co.’s extension to serve Columbus, Neb., 
has been changed, and the line as now plan- 
ned will leave the existing system at David 
City, extending north toward Schuyler, 
crossing the Platte River and extending on 
to Columbus. The 6-inch main of the com- 
pany will end at a border station which will 
be erected on the property owned by Central 
West Public Service Co., east of 12th Ave- 
nue, Columbus. There the gas will be re- 
duced to 35-pounds pressure and metered 
into the Central West company’s mains. The 
gas will also be odorized at that point. The 
distribution company is constructing a belt 
line to carry the new gas to all mains and 
is eliminating all dead ends. Gas service is 
expected about May 1, according to Harry 
S. Thompson, manager for the company at 
Columbus. 


Page 34 


Gas Service Salesmen Meeting Quotas 


In Spring Water Heater Campaign 


N FEBRUARY 239, all Gas Service Co. 

new business departments, under F. M. 
Rosenkrans, new business manager, began an 
intensive automatic storage water heater cam- 
paign, with a goal of 1,200 water heaters to 
be sold throughout the company’s system in 
Kansas and Missouri by the first of May. At 
the same time, salesmen will continue to offer 
the group sales plan announced on February 
1, and will also continue work during the 
month of March on the special sale of house 
heating burners. A _ special range sale by 
Gas Service units ended on February 29. 

It was reported on March 15 by Gas Serv- 
ice Co. that during the first two weeks of the 
water heater campaign, 200 automatic storage 
heaters had been installed, or more than 16 
per cent of the 1,200 quota. The new busi- 
ness department of the Wyandotte County 
Gas Co., Kansas City, Kan., under Jack 
Torbert, was leading the group at that time 
with 38.9 per cent of its quota sold. Sales- 
men of the Parsons, Kan., ofice were second 
with 36 per cent of the quota sold, and 
Arkansas City, Kan., men were third with 
28 per cent. 

Information on the campaign is printed in 
the Daily News “Hot from the Spigot,” be- 
ing published every other day for the dura- 
tion of the campaign, and circulated to new 
business managers. The news sheet gives 
the results obtained in all districts and once 
each week prints the standing of each sales- 
man for the entire company. 

Various plans are being used in the in- 
dividual companies of the system. Both the 
Kansas City Gas Co., Kansas City, Mo., and 
the Wvandotte County Gas Co., Kansas City, 
Kan., are printing circulars which are given 


Illinois Northern in 


LLINOIS NORTHEN UTILITIES CO., 

headquartered at Dixon, IIl., has com- 
pleted its line from the manufactured gas 
plant at Dixon to serve Polo, Mt. Morris and 
Oregon, IIll., the line totaling 25 miles of 4- 
and 3-inch pipe. The 4-inch main extends 
northward from Dixon, and a 3-inch lateral 
branches westward to Polo. The 4-inch main 
continues north and east to a point directly 
south of Mt. Morris, and from there two 3- 
inch laterals extend to Mt. Morris and Ore- 
gon. The pipe is steel with welded joints 
and is covered with a protective coating. 

At the time of the original solicitation for 
customers, approximately 700 signed for serv- 
ice. At the present time over 700 meters have 
been installed and it is estimated that by Au- 
gust 1, 1932, approximately 1,000 customers 
will have been connected. 

The extension of gas service to these towns 
has necessitated some changes and additions 
to the operating personnel. Each town has a 


out by the meter readers on their rounds. 
The Capital Gas and Electric Co., Topeka 
and the St. Joseph Gas Co., St. Joseph, Mo., 
have mailed out post cards to a _ selected 
mailing list, telling of the campaign. Meter 
readers in some of the properties are carry- 
ing memoranda blanks which are filled out 
for any appliance in which a customer is 
interested. 

One feature of major importance in the 
campaign is the employee cooperation being 
demonstrated. ‘The personnel of all com- 
panies, from ofhce boys to general managers 
are on the look-out for prospects. Jack Tor- 
bert, new business manager for the Wyan- 
dotte County Gas Co., reports that employees 
of the commercial and operating depart- 
ments have been especially active in turning 
in names of live prospects. The quota of this 
company for all appliance sales during the 
month of March was $8,000, and before the 
15th, $5,000 worth had been chalked up. Mr. 
Torbert attributed much of the success of 
his company to general employee cooperation. 

A 20-gallon, completely automatic water 
heater selling for $54.50 was selected as the 
piece de resistance for the 2-month campaign. 
This model is being especially featured, 
while two larger storage systems are also 
being advertised, a 30-gallon, selling for 
$65 and a 40-gallon for $87.50. 

Reporting on the range sales campaigns 
which lasted from February 15 to February 
29, the Gas Service organization installed 
97 ranges in the 14 days. Kansas City Gas 
Co., Kansas City, Mo., was first, with 31 
ranges to its credit; Wyandotte County Gas 
Co., second, with 23, and St. Joseph Gas 
Co., St. Joseph, Mo., third, sold 22 ranges. 


Expansion Program 


population of about 2,000 and had been 
served with electricity by Illinois Northern 
for several years. Offices had been estab- 
lished in Oregon and Polo at the time elec- 
tric service began. With the installation of 
gas service three employees were given 
training in gas utility work and one is now 
serving in each town as local manager. A 
new office has been established in Mt. 
Morris. 

The company is expecting to begin service 
in Amboy, IIl., in the near future, supply 
to come from wells near Maytown, approx- 
imately 9 miles south of Amboy. The wells 
are owned by E. Stevenson, and Mr. Steven- 
son has the contract to construct the trans- 
mission line to the city limits of Amboy. The 
franchise at Amboy, granted to Illinois 
Northern recently, covers a _ period of 25 
years. Service is expected in the late spring 


months. 


Line to Serve Detroit, Mich., Planned 


HE proposed line to Detroit, Mich., re- 

ported to be planned by United Light 
& Power and the Columbia interests, will 
probably take off from the Panhandle Eastern 
Pipe Line Co.’s carrier at Rockville, on the 
Illinois-Indiana border, extending to Detroit 
in a northeasterly direction. The length of 
the line under this plan would be approxi- 
mately 300 miles. 


Take-off could also be made from the Co- 
lumbia system at Muncie, Ind., which would 
necessitate construction of a 200 mile line. 
The former route is reported as more prob- 
able, however, due to the more profitable area 
through which it would extend. Such towns 
as Crawfordville, Frankfort, Logansport, 
Peru, Kokomo, etc., would lie within easy 
reach of the line were it constructed direct 
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from Rockville to Detroit. Also there is the 
fact that the present connection between 
Rockville and Muncie is partly constructed of 
18-inch pipe. A _ bottle-neck would therefore 
be formed were the 20-inch line built from 
Muncie. 

Although price quotations on 200 and 300 
miles of 20-inch pipe were called for by 
Brokaw, Dixon, Garner & McKee, New York 
engineering firm, sometime ago, no definite 
announcements have been made concerning 
the project, and it is not known when nego- 
{lations may be completed. An entirely new 
company may be formed, it is understood, by 
ihe interests involved in the project. 


Eugene L. Keating to Manage 
New Dept. for Seattle Gas Co. 


EATTLE GAS CO., Seattle, Wash., an- 

nounces creation of another department 
with Eugene L. Keating at its head as mer- 
chandise sales manager. J. Earl Jones is 
manager of commercial sales in charge of all 
house heating, com- 
mercial industrial and 
apartment house sales in 
addition to having spe- 
cial customer contact 
work. The announce- 
ment of the two di- 
visions was made re- 
cently by James F, 
Pollard, general man- 
ager. 

Mr. Keating’s ac- 
tivities will include su- 
pervision of all domes- 
tic merchandise sales 
including ranges, wa- 
ter heaters, refrigera- 
tors and auxiliary heaters. He will direct 
field salesmen, floor salesmen and the ar- 
rangement and sale of domestic merchandise 
on all district sales floors. 

Mr. Keating joins the staff of the Seattle 
Gas Co. with a varied and successful ex- 
perience in selling. During the past five 
years he has been merchandise manager in 
charge of specialty selling for a large chain 
of department stores in Chicago. This work 
included the handling of gas household ap- 
pliances. Prior to that time he spent five 
vears as sales supervisor of gas merchandise 
for the Illinois Power and Light Corp. Sell- 
ing in many fields comprised early activities. 


Peoria, Ill., Changed Over to 
“Natural” by Central Ill. Light Co 


Natural gas change-over was begun in 
Peoria, Ill., during the middle of March by 
the Central Illinois Light Co., the gas com- 
ing from a 60-mile lateral from the main 
line of the Panhandle Illinois Pipe Line Co. 

Approximately 200 men, employed and 
trained for the conversion of appliances, be- 
gan change-over operations on Saturday, 
March 12, with completion of the work 
scheduled for the latter part of the month. 
Conversion of the systems in Pekin, East 
Peoria, Farmington, Bartonville, Elmwood, 
and Yates City, was also part of the program. 


Eugene L. Keating 


Preliminary Operations Begin on 
Geneseo-Milwaukee Extension 


The Natural Gas Pipeline Co. of America, 
Chicago, IIl., is carrying on right-of-way op- 
erations for the Geneseo-Milwaukee exten- 
sion. It is reported that the line will cross 
parts of Henry, Whiteside, Lee, Ogle, Winne- 
bago, Boone and McHenry counties of IIli- 
nois. The company is reported to be plan- 
ning ditching operations on the extension as 
as soon as the ground is thawed out enough 
to work. 
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O. J. Shannon W.F. Wright 


Shannon Resigns as Vice-Pres. of 
Lone Star's Ft. Worth Division 


K. SHANNON, vice-president of the 

e Lone Star Gas Co., in charge of op- 
erations in the Fort Worth division, an- 
nounced his resignation March 14, effective 
March 1. Wesley F. Wright, local manager, 
will be in charge of the Fort Worth division. 
Mr. Shannon became vice-president of Lone 
Star in 1931 when the name of the distrib- 
ution company was changed from the Fort 
Worth Gas Co., to Fort Worth Division, 
Lone Star Gas Co. He had served as presi- 
dent of the Fort Worth Gas Co. since 1926. 


In 1909 Mr. Shannon became a member of 
the company, being elected secretary in Oc- 
tober of that year. In 1914 he was made 
manager and director; in 1918, vice-presi- 
dent and manager; in 1924, vice-president 
and general manager, and in 1926 he was 
elected to the presidency. For several years 
he served as vice-president and director of 
the Natural Gas Association of America. 

Before his entrance into the gas business 
Mr. Shannon practiced law and in 1905, as 
secretary of state, afhxed his signature to the 
charter of the Consumer’s Light and Heating 
Co. of Fort Worth, a forerunner of the pres- 
ent gas company. 


Possible Line Route for 
Great Northern Line Announced 


Progress is reported on plans for a 580- 
mile, 24-inch line from eastern Montana 
fields to Minneapolis and St. Paul, according 
to John F. Wight, secretary of the Great 
Northern Gas & Utilities Co. Two routes for 
the line have been mentioned as within pos- 
sibility, one from the southern end of the 
Cedar Creek anticline through Aberdeen and 
Watertown, South Dakota, to Minneapolis; 
the other, a longer line, running from the 
Bowdoin Dome in Montana, through Willis- 
ton, Minot, Devils Lake and Grand Forks, 
North Dakota, to Minneapolis, Minn. Mr. 
Wight reports that additional surveys are 
being run which may change the routing. 
The development will cost in the’ neighbor- 
hood of $20,000,000. 

Plans of the company for bringing natural 
gas to Minneapolis were approved on March 
15 by the city council. The company is re- 
ported to have an open flow of 350,000,000 
cubic feet in the Baker-Glendive field. 


North Central Gas Co. Ready 


to Begin Alliance Lateral 


Officials of the North Central Gas Co., 
Casper, Wyo., were in Alliance, Neb., the 
middle of March, in the interest of the com- 
pany’s franchise application, filed there some 
months ago. J. M. McIntyre, vice-president 
and general manager for the company, stated 
that his company is ready to construct a line 
from Bridgeport, Neb., to serve the town. 
It is estimated that about $400,000 would be 
spent on the gas transmission line and the 
city’s distribution system. 
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Natural Gas for San Diego by September f 


INAL negotiations were completed on 

March 15 whereby San Diego city and 
county will have natural gas service, with 
September 1 given as the date for beginning 
the new service, according to an announce- 
ment made by W. F. Raber, president of the 
San Diego Consolidated Gas and Electric 
Co. The company now serves manufac- 
tured gas in its system, which includes San 
Diego, La Jolla, Coronado, Pacific Beach, 
Ocean Beach, Oceanside, Escondido, National 
City, Chula Vista and San Ysidro. 


Construction of the line will be under the 
direction of Southern Counties Gas Co., Los 
Angeles. Industrial Fuel Supply Co., affili- 
ated with Southern Counties, will install 10% 
miles of 16-inch line to Huntington Beach 
from Long Beach. Southern Counties will 
construct 68 miles of 1234-inch line from 
Huntington Beach to Rose Canyon, near La 
Jolla, and San Diego Consolidated Gas and 
Electric Co. will construct 7 miles of line 
to San Diego. Overall cost of the project 
will be $1,700,000. 

The transmission line will parallel the 
Coast Highway, and all communities along 
the route will be served. 


Southern Counties Gas Co. has an assured 
supply of gas both from the Los Angeles 
Basin and from Kettleman Hills fields. 

A new schedule of rates will be put into 
effect with the coming of natural gas, tenta- 
tively as follows: 

For San Diego, 
City: 

First 200 cubic feet or less per meter 
per month, 90 cents net. 
— 809 cubic feet, 14.5 cents net per 


Coronado and National 


Next 2000 cubic feet, 12 cents net per 
100. 


Next 7000 cubic feet, 10 cents net per 
100. 


All over 10,000 cubic feet, 9 cents net 
per 100. 

Territory served by the company outside 
San Diego, National City and Coronado will 
have a rate of $1.15 for the first 200 cubic 
feet, but the other rates will be the same as 
for the metropolitan area. 


Prepayment meters in the entire area served 
by natural gas lines will have a rate of $2 
per 1000 cubic feet subject to a minimum of 
$0 cents in the metropolitan section and $1.15 
outside. 

Plans to date have not contemplated serv- 
ice of natural gas to Escondido, which is not 
supplied from the local generating plant. 

The company’s manufactured gas plant 
will be held in readiness as stand-by service, 
and the 9,000,000 cubic feet of storage cap- 
acity will be used for natural gas storage. 

The present storage capacity of 75,000 gal- 
lons of butane, used for enriching purposes, 
will be increased to 225,000 gallons in the 
near future, for use with the oil gas as stand- 
by service. 

Preparations are getting under way for the 
change-over from 550 B.t.u. to 1100 B.t.u. 
gas, a force of approximately 400 men being 
schooled for the work. 


In order to familiarize its customers with 
the new fuel, the company is preparing a 
series of informational advertisements on the 
subject “Get Ready for Natural Gas.” As 
planned, these advertisements will carry a 
dual message, one of an informational na- 
ture, the other a sales appeal. 


Hannibal-Quincy Line Gets Under Way 


ANHANDLE EASTERN PIPE LINE 

CO., Kansas City, Mo., is now beginning 
operations on the 25-mile, 10-inch line from 
Hannibal, Mo., to serve Quincy, Ill. A 5- 
mile lateral will also be extended to Palmyra, 
Mo., from the new line. 


The new 10-inch carrier will leave the 
Hannibal line several miles west of Hanni- 
bal and extend almost directly north to the 
Mississippi river near the South River in 
Marion County. At that point two lines of 
8-inch pipe will be placed on the bed of 
the Mississippi to take the gas across the 
state line into Illinois. The two 8-inch lines 
crossing the Mississippi will be approximately 


3,300 feet long, and will be placed in a 6- 
foot trench in the bottom of the river silt. 
River clamps weighing 2,500 pounds will be 
fastened on the pipes 100 feet apart. 

From Marblehead, II!., a line will be 
run by the Panhandle Illinois Pipe Line Co., 
to Quincy and will connect with the lines of 
the Central Illinois Public Service Cc., now 
serving manufactured gas in that city. The 
gas for the Quincy will be odorized at the 
city gate, where a metering and regulating 
station is to be constructed. 

In Palmyra the gas will be distributed 
by the Central States Gas Utilities Co., sub- 
sidiary of Panhandle Eastern Pipe Line Co. 


John T. Clancy, Worthington 
Executive, Dies Suddenly 


John T. Clancy, an executive of Worthing- 
ton Pump and Machinery Corp., died sud- 
denly of a heart attack, March 9, while lec- 
turing at the Engineers’ Club, New York 
City, before a meeting of the American So- 
ciety of Mechanical Engineers. 

Mr. Clancy was born in New Brunswick, 
N. J., in 1890. After attending the New 
Brunswick schools, he studied at Betts Acad- 
emy, Stamford, Conn., and later at Bowdoin 
College where he was graduated in 1913, and 
at Catholic University. He became an in- 
structor in mathematics and chemistry at the 
Army and Navy School, Washington, D. C., 
and in 1917 he entered the Army, seeing 
overseas service as Captain of Field Artillery 
with the A. E. F. 


In 1919 he joined the Worthington Pump 
and Machinery Corp., and in 1923 became 
assistant manager of oil and gas engine sales, 
with headquarters at Buffalo, N. Y., the posi- 
tion he had held until his death. In July, 
1931, his headquarters were moved to the 
Harrison, N. J., plant. 

He is survived by his wife Mary F. Clancy. 
Interment was at Arlington Cemetery. 


American Natural Gas Co. 
Asking Franchises in Nebraska 


American Natural Gas Co., said to be a 
subsidiary of the American Gas Construc- 
tion Co., Minneapolis, Minn., is reported to 
be asking for gas franchises in Alliance, 
Crawford, Chadron, and Hemingford, Neb. 
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TABLE No. 1.—PHYSICAL CONSTANTS OF PARAFFINE SERIES 


Specific 
Gravity 
Normal Liguid “Perfect 
Boiling Point Density 60°F. Gas’” | 
| 760 mm. —760 mm. _— Specific | 
Symbol Molecular ; grams Gravity | 
Compound Formula Weight ~F, 4 os perml. Air=1.0 | 
ne a CH, 16.03 —259 —161 0.2 0.553 
I sete cael CoHe 30.05 —127 —88.3 0.4 1.037 
INDY = iccsraissactativentcticw iacacnasibaal C:Hs 44.06 —44.0 —42.2 0.509 1.521 
I SSR ENN Ci Hic 58.08 +10.0 —12.2 0.564 2.005 
TRE OM CH 58.08 +31.5 — 0.3 0.584 2.005 
Iso-pentane ....................-... CsHw 72.09 +82.4 + 28.0 0.624 2.488 
SE CsHi2 72.09 +97.2 + 36.2 0.631 2.488 


Gas Analysis 


By Epcar E. SHAFER, Jr. 


Gas Research and Engineering Service* 


T IS the purpose of this paper to present 

a non-technical discussion of the analysis 

of natural gas as it is being conducted at 
the present time by companies treating large 
volume in the production of natural gasoline. 
The method used is known as “fractional 
analysis’ to the natural gasoline industry. 
Although it has reached its present stage of 
development within the last few years, it has 
become practically indispensable to the en- 
gineer and refiner endeavoring to increase 
eficiency, and quality of products. No pres- 
ent day plant is built without first hand in- 
formation of raw and finished products. 

The California Natural Gasoline Associa- 
tion has only recently published Tentative 
Standard Procedures for Analysis by Frac- 
tional Distillation of Natural Gas and Gaso- 
line, which were evolved after a period of 
several years. This may seem quite a while, 
when one considers the resources and talent 
made available by the major oil companies. 
Strange also, that the actual procedures were 
worked up to practically the present form 
and tried out in most of the laboratories be- 
fore it was discovered that the ever present 
“personal element” necessitated a_ re-design 
of the apparatus. 

An explanation of the procedure could not 
be presented within the scope of this paper 
because of the technique involved in actual 
operation of the apparatus in obtaining true 
distillation curves. Although every attempt 
has been made to eliminate the individual 
mannerisms it 1s doubtful that the personal 
touch will ever be lacking in an analytical 
distillation. During the fractional analysis 
of a dry gas similar to that which is dis- 
tributed by the public utilities, fully two- 
thirds of the time is spent with the apparatus 
at a temperature of —259°F. A _ watchful 
eye and constant applications of liquid air 
are prime necessities, for liquid methane, if 
permitted to get too hot, will find a way out 
of the apparatus in much the same way as 


*Presented before the Southern California Meter As- 
sociation, February 25, 1932. 


water does when put into a tightly corked 
bottle and thrown into a bonfire by small 
boys in quest of scientific amusement. 

Before we get too deeply into the subject, 
bear in mind that we are dealing with a 
mixture of organic compounds, the compo- 
sition of which is more or less unknown, al- 
though actual repetition of analyses of 
samples selected from any given field yields 
more or less the same composition. This 
unknown mixture is resolved into its indi- 
vidual components, accurately measured, and 
the subsequent analysis calculated td actual 
per cent by volume within a period of six to 
eight hours. When one considers what a 
complete quantitative analysis of any sample 
of ore, clay, brine, or even substances from 
fairly pure deposits would require in the way 
of apparatus, or time, one can appreciate the 
tremendous progress this form of analysis 
means to quantitative organic chemistry. 

It must also be remembered that separation 
of the individual components is carried on 
by physical means, and that in no way is the 
gas altered in chemical composition. Why 
then, is it necessary to perfect a fairly ex- 
pensive piece of equipment which is quite 
destructible, requires the use of special re- 
frigerants, and involves a highly developed 
technique on the part of the operator? Let 
us review the forms of quantitative analysis 
employed by inorganic systems and organic 
systems of analysis. 

Generally speaking, inorganic quantitative 
chemistry makes use of first titration, in 
which the quantity of unknown is deter- 
mined from the amount of reacting substance, 
an excess of which is immediately shown 
by an indicator which changes in color: 
second, by precipitation, which involves a 
careful selection of temperature conditions 
and reacting substances to produce a very 
insoluble substance of utmost purity which 
may be weighed with precision; third, by 
special forms, such as matching solutions of 
colored salts against similar solutions of 
known compositions, or by microscopy, spec- 
troscopy, and other forms of quantitatively 
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determining substances peculiar to the various. 
In most cases chemical changes occur. 

It is the dream of every organic chemist to 
be able to follow along similar lines in anal- 


ysis of organic mixtures. Unfortunately, the 
problem is not a matter of how many ele- 
ments are present and in what quantities, 
but ‘a problem of the manner in which the 
few elements are assembled, and the pro- 
portion each resulting substance is of the 
whole. 

Organic chemistry deals with the intricate 
ways the elements, carbon, hydrogen, oxygen, 
and in lesser amounts, nitrogen and sulphur, 
group themselves to form countless com- 
pounds. Starting with the simplest of the 
carbon-hydrogen combinations, methane, gen- 
eral classes of compounds are formed which 
have peculiarities which enable them to be 
distinguished from each other. These class 
characteristics are: reactivity with strong 
acids and alkalies, solubility in water, ease 
of decomposition by heat, and formation of 
stable compounds upon addition of bromine, 
or metals such as lead. ‘The characteristic 
odors are often the most valuable clues to 
what the nature of the compound is. Hav- 
ing determined the class of compound, the 
next step is to isolate, if possible, the pure 
component, in order that it may be recog- 
nized by means of its melting point, boiling 
point, degree of solubility in pure solvents, 
such as water, alcohol, ether, carbon tetrach- 
loride or benzene. It can readily be seen 
that quantitative analysis of an unknown 
mixture of organic compounds presents a 
research problem, especially if little is known 
of the substance one is trying to isolate. 

This brings us to a discussion of what is 
known as the paraffine series of hydro- 
carbons. Several important facts characterize 
this group. They are practically inert to 
strong acids and alkalies, having little or no 
solubility in water, react only with difficulty 
with bromine and other highly reactive gase- 
ous elements. It can be seen however, from 
these characteristics that separation of a mix- 
ture of these hydrocarbons from each other 
by chemical means is impossible for analytical 
purposes. This leaves us only the considera- 
tion of their physical properties. 

An examination of their melting points 
and boiling points shows very clearly the 
possibility of fractional distillation methods. 
The difficulties which have prevented the 
general use of fractionating columns for 
separation of low boiling hydrocarbons lie 
in their operation below room temperature 
and in the collection of the products. Nat- 
ural gases found in the California fields are 
mixtures of parafine hydrocarbons, of which 
methane and ethane constitute about 90 per 
cent of the whole. Referring to the table of 
physical constants (Table No. 1) it can be 
seen that the wide differences in tempera- 
tures at which these substances boil should 
make toward quantitative separation by 
efficient means of distillation. 

Considerable work has been done by vari- 
ous investigators, among whom W. J. Pod- 
bielniak is best known to the natural gas in-~ 
dustry. The present accepted form of ap- 
paratus makes use of his original ideas and 
those investigated and worked out by the 
Research Department of the Standard Gas- 
oline Co. The apparatus may most easily 
be thought of as consisting of two parts: 
the fractionating tube, and the _ receiving 
system. 


(Continued on Page 39) 
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Metering Installations in Northern California 


NE of the most interesting features pre- 

sented before the Southern California 

Meter Association in recent months 
was the illustrated talk given by F. F. Doyle, 
at the December 17 session. Mr. Doyle, who 
is manager of the Pa- 
cific Gas and Electric 
Co’s natural gas divi- 
sion, gave a review of 
measurement practice 
on his company’s ex- 
tensive system, and 
illustrated his remarks 
with numerous slides 
showing installations 
on the P. G. and E. 
and Stanpac transmis- 
sion lines. From _ the 
selection of views 
shown before the S.C. 
M.A. Mr. Doyle has 
chosen those _ repro- 
duced in these pages, and he supplies the 
accompanying descriptions. 


(1) Milpitas Terminal, Pacific Gas and 
Electric Co., showing general arrangement 
of orifice meters, regulators, operator’s office, 
and runway from the ofhce to the meters. 
Photo also shows flood lights, resident oper- 
ator’s cottage, and garage. 


F. F. Doyle 


(2) Milpitas Terminal, Pacific Gas and 
Electric Co., showing method of boxing in 
piping and meter tubes to deaden noise 
caused by large volumes of flowing gas. This 
boxing is made of tongue and groove flooring 


and is filled with a rock wool, and has 


proved to be very effective. 


(3) Tracy Terminal, Standard Pacific Gas 
Line Inc., showing regulators and orifice 
meter tubes. Regulators are placed in by- 
passes rather than in the line with by-pass 
around them, allowing full open flow of gas 
at periods of maximum load. Meter tubes 
are 20 inches and 16 inches in diameter. 


(4) San Pablo Terminal, Standard Pacific 
Gas Line Inc., showing orifice meters and 
odorizing apparatus. 


(5) Regulator and positive meter set-up 
feeding gas from the high pressure transmis- 
sion line to a branch line, being located near 
Kettleman Hills. A smali filter will be noted 
ahead of the set-up, also regulators before 
and after the meter, reducing the pressure in 
two stages from the main line to the branch 
line. The housing, which looks like a mail 
box, covers the positive meter, protecting it 
from the direct rays of the sun, and giving a 
very constant temperature of the gas flowing 
through the meter. By placing the meter 
between the regulators a constant pressure is 
kept on the meter also. 


(6) Ordinary orifice meter set-up for an 
industrial consumer with pilot controlled 
regulator on downstream end of meter. 
Gauges mounted on tube are 10 inches and 
50 inches differential recorders and a record- 
ing thermometer. Straightening vanes are 
installed in the tube at the flange shown on 
the upstream end of it. 


(7) Single positive meter set-up for an 
industrial consumer. Note dust trap ahead 
of set-up, regulator ahead of meter reducing 
line pressure and regulator at outlet of meter 
controlling desired pressure for customer. To 
figure volume, index of meter is read and 
multiplier determined from recording pres- 
sure gauge. The latter has two pens, record- 
ing also pressure to consumer. 


(8) Double positive meter set-up, very 
similar to single set-up, , with provision 
for a third meter when the demand warrants 
it. Pressure on meters only is recorded in 
this case. 


(9) Bank of 13 positive meters measuring 
gas to a large industrial consumer on the 
Pacific Gas and Electric Co.’s system, with 
a load that has a great variation. Load 
varies from 30 to 200 M.c.f. per hour, coming 
on and going off the line suddenly. Gas is 
supplied to a boiler plant generating steam 
for turbine driven generators supplying elec- 
tricity for a railway system. At certain 
periods of the day several trains leave the 
main depot of the company in a short space 
of time, causing a large load on the plant 
and at other periods the trains are idle, 
except a few. 


(10) Rotary type meter and regulators for 
an industrial meter set-up on the Pacific 
Gas and Electric Co.’s system. Average load 
on this meter 36 M.c.f. per hour, minimum 
24, and maximum 50 M.c.f. per hour. 


(Turn to Page 39) 
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(11) Regulator and positive meter set-up 
serving an industrial consumer direct from 
the main line. Note two regulators in par- 
allel ahead of meter, one being set at a slight- 
ly higher pressure than the other so that if 
something should happen to put it out of 
service and keep it from opening, the other 
regulator would automatically go into ser- 
vice. The small meter at the right hand 
side of the picture is for a domestic service. 


>. =f. 6 Az 
Forum of Experience 


"Knowledge is built upon 
| the experience of others.” 


NOTHER group of practical questions 

and answers on measurement topics ap- 
pears in this moath’s “Forum.” This depart- 
ment is conducted for readers of Western 
Gas by a committee of the Southern Califor- 
nia Meter Association, with Edgar Valby as 
chairman. Any reader may submit his ques- 
tions, or replies to questions published, ad- 
dressing communications to §.C.M.A. “Q. and 
A.” Committee, Box 1100, Station C, Los 
Angeles, Calif. 


This Month's Questions 


QO. 125. How accurate are specific gravity 

recorders, as compared to a gas gravity bal- 
2? 
ance: 


QO. 126. How may plugged gauge lines be 
prevented in steam meter set-ups? (Editor’s 
note: Knowledge of a “best way” to meet 
this problem would eliminate many _ shut- 
downs of needed equipment.) 


Q. 127. Is the use of pressure taps other 
than 2% and 8 diameters, and flange taps, 
very common? 


QO. 128. Is it possible to control gas pres- 
sure on a fluctuating load line, without caus- 
ing the orifice meter to record beyond com- 
putation? (Editors note: The writer of this 
question desires to learn whether it is possible 
to control both pressure and flow, or whether 
it is mecessary to sacrifice the one in order 
to control the other.) 


Previous Questions Answered 


A. 121. The gas gravity balance is only 
reliable to a degree governed by the com- 
pleteness of its purging. As it is prac- 
tically impossible to remove the «gas film 
that clings to the inner surface of the bal- 
ance, slight errors may result. 


A. 122. The 50-inch meter is recommended 
over the 100-inch meter, due to resultant 
smaller pressure drop caused by the orifice, 
and also due to a greater accuracy in many 
cases where the static pressure is low. 
Most of the established Cv factors were 
obtained at differentials in the range of a 
50-inch meter. The 50-inch meter is 
recommended over the 20-inch meter be- 
cause of probable friction and mechanical 
troubles in measuring small differentials 
with the 20-inch. 


A. 123. A glass tube which is dirty from 
mercury, is usually due to a chemical ac- 
tion of the mercury and soda glass. The 
tube is usually beyond cleaning aid should 
be replaced. A dirty water column can 
be conveniently cleaned by use of a small 


swab on a wire or stick, together with 
some cleansing compound. If a wire is 
used, a slight scratch in the tube will 
cause breaking. Cleaning is not recom- 
mended for tubes used in high pressure 
service. 


A. 124. A reading on a pulsating pressure 
gauge is governed by the period and mag- 
nitude of the pulsation. The most nearly 
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correct pressure is obtained when there is 
a slight movement of the pointer. This 
will indicate the average pressure and in- 
dicates that the Bourdon tube is following 
the line pressure. A needle valve or some 
type of dampener should be used. Do not 
mistake a mechanical vibration of the 
pointer for a_ slight movement of the 
pointer due to pressure pulsation. 


Hi-Jinks and Golf Play—March 19 


N March 19 the Southern California 

Meter Association met in its fifth an- 

nual Hi-Jinks, this year’s celebration 
being held at the club rooms of the Central 
Manufacturers Club, in the administration 
building of the Central Manufacturing Dis- 
trict, Los Angeles. Ed Lorenz, chairman of 
the Association’s entertainment committee, 
and several associate members handled ar- 
rangements for the Hi-Jinks to everyone’s 
complete satisfaction. 

Dinner was served to some 200 members 
and friends of the Association at 7:30, and 
the evening wound up with an excellent pro- 
gram by musical and dance talent. 


Preceding this year’s Hi-Jinks came the 
annual Jubilee Tournament for S.C.M.A. 
golfers. ‘This took place at the Rio Hondo 
Country Club, and featured the play-off for 
the S.C.M.A.—Western Gas Goodfellowship 
Trophy. Twelve winners of monthly tourna- 
ments held during the past year contested 
for the cup, and numerous other prizes were 
at stake. The tournament was in charge of 
A. E. DeBurn, who was assisted by Ralph 
Cook, T. K. M. Smith, and G. H. Unkefer. 

H. C. Dahl, Midwest Piping & Supply Co., 
was the successful contender for the Good- 
fellowship trophy, with a net of 72. H. G. 
Miller of the Industrial Fuel Supply Co. 


tied for the cup, being eliminated by match- 
ing cards with Mr. Dahl on the basis of 
established handicaps. 


Other tournament winners were as follows: 


Low Gross: C. J. Warren, Chanslor-Can- 
field Midway Oil Co. Prize, a golf vest. 

Low Net: A. G. Lindell, Industrial Fuel 
Supply Co. Prize, a carry-all bag. 

Flag Tournament: John B. Miller, Indus- 
trial Fuel Sunply Co. Prize, a statuette cig- 
arette box. 

Blind Bogey: Prize split between Jay Jen- 
kins, Western Gas, and W. A. Spencer, South- 
ern Counties Gas Co. 

Odd Holes, 1st nine: H. C. Dahl. 
one-half dozen balls. 

Even Holes, 2nd nine: W. J. Schomberg, 
Pacific Pipe & Supply Co. Prize, one-half 
dozen balls. 

Short Holes: F. S. Fluor, Sr., The Fluor 
Corp., Ltd. Prize, a jigger. 

Blind Holes: Jay Jenkins, Western Gas. 
Prize, a shoe bag. 


Prize, 


The tournament opened at 11 o’clock Sat- 
urday morning, with nine foursomes par- 
ticipating. 

For next year’s monthly play a new cup 
has already been selected, the first tourna- 
ment being dated for May ? 


Gas Analysis 


(Continued from Page 36) 


The fractionating tube is made of glass 
and consists of a tube of fairly large di- 
ameter surrounding a tube of very small di- 
ameter which is packed with a double spiral 
of nichrome wire which fits the tube quite 
snugly. The space between the two tubes is 
highly evacuated and the walls of the outer 
tube are coated with a deposit of silver which 
presents a mirror surface to incoming heat 
rays. Reflux is formed and controlled by 
means of a highly evacuated glass condenser 
jar located at the top of the fractionating 
column. This contains a metal expansion 
chamber into which liquid air is introduced. 
Light gasoline is used as a medium of heat 
exchange since it does not freeze at very low 
temperatures. This is agitated by means of 
a stirrer to prevent any temperature lag. A 
manometer is directly connected to the frac- 
tionating tube in order to enable the opera- 
tor to maintain a definite pressure. 

The receiving system consists of bottles 
which are likewise connected to a manometer 
of the leveling type. ‘The entire apparatus 
must be absolutely gas tight, hence glass is 
used for all vapor passages and glass stop- 
cocks act as valves. The receiving system is 
separated from the fractionating tube by 
means of a stop-cock which when opened 
more or less, controls the rate of distillation. 
In operation of the fractionating column, all 
the gas and air are completely pumped from 
the entire apparatus up to the sample con- 


tainer, and the receiving system shut off from 
the fractionating column. The sample of gas 
is introduced into a small kettle or bulb 
which is immersed in liquid air. This re- 
duces the entire sample to liquid form. The 
condenser portion of the column is cooled to 
below the boiling temperature of the lightest 
gas. The liquid air is cautiously . removed 
from the liquefied gas and the latter is 
allowed to weather. 

The receiving system which has been com- 
pletely evacuated to 1 mm absolute pressure 
is carefully opened to the fractionating tube 
by means of the above mentioned stop-cock. 
The column is allowed to build up to atmos- 
pheric. Hence, during the distillation the 
difference between column pressure and re- 
ceiver pressure causes vapor to flow from 
column to receiver. As long as the tempera- 
ture at the top of the column remains the 
same during the distillation the removal of 
pure hydrocarbon is accomplished. As vapors 
flow from column to receiver the pressure 
in the latter gradually increases and ap- 
proaches that of the column. Often several 
evacuations of the receiving system are neces- 
sary during the course of a single analysis. 

A record is kept of the temperatures and 
pressure changes throughout the distillation, 
and at certain stages the gas will not flow 
from column to receiver unless the tempera- 
ture of the condenser is allowed to warm 
up. The difference in the amount of pressure 
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increase, between these warming up stages, 
determines the amount of the hydrocarbon 
whose boiling point has been noted during 
the period when the temperature has re- 
mained constant. The gas is completely 
boiled from the fractionating tube into the 
receiver and the final pressure increase, when 
everything has been removed, is taken as the 
total amount of the sample. Thus, to take 
a simple case, a sample yielding a total 
pressure increase of 1000 mm, having been 
found to have 800 mm at methane tempera- 
ture, 100 mm at ethane temperature, etc., 
would calculate an analysis of: Methane, 80 
per cent, Ethane, 10 per cent, etc. 

This method of analysis finds wide appli- 
cation in determining the gasoline content of 
wet gases and also how much gasoline is 
being lost in the dry gas, the nature of 
these losses, the nature of the gasoline which 
can be produced, and the type of equipment 
best adapted to these processes. 

Wet gas usually contains a total of 40 
per cent or more of isobutane, n-butane, 
pentanes, hexanes, and slight traces of heavier 
fractions. This portion of the gas, with 
exception of the isobutane is usually thought 
of as recoverable gasoline. When the gas is 
put through an absorption plant these frac- 
tions are isolated as a group and remain 
liquid at ordinary temperatures. The iso- 
butane having a boiling point close to n-bu- 
tane is usually included and is usually the 
contributing factor in the loss of material 
when the gasoline is tested by Engler Dis- 


tillation. For this reason, and also because 
most natural gasoline has been bought and 
sold by this method of testing, isobutane has 
been considered undesirable. The high anti- 
knock properties of this hydrocarbon are 
causing a slight revision of this conception. 
Fractional analysis is by far the most ac- 
curate means of determining this constituent. 
Refiners troubled with complaints against 
their motor fuels on account of vapor lock 
have sought to eliminate this trouble by de- 
creasing the amount of natural gasoline 
blended to the straight run stock, and have 
suffered from loss of volatility and easy 
starting. The solution of this problem has 
been brought about by accurate analysis of 
the straight run stock, and the refiner in 
most cases has found stock of 50 to 54 gravity 
containing up to 3 per cent propane, ethane, 
and even methane. Elimination of these by 
running the condensers hotter, or by stabiliz- 
ing the stock, has enabled him to use a 
much higher percentage of natural gasoline 
without vapor lock and with consequent im- 
provement in engine performance. This idea 
has led many to predict stabilization of crude 
oil to eliminate storage and handling losses. 
Other applications of this method of anal- 
ysis might be mentioned, but they would be 
of more interest to those intimately connected 
with refinery problems. It is evident to all 
that fractional analysis represents the highest 
form of practical application of physical and 
organic chemistry research to the gas and 
gasoline industries at the present time. 


Measurement Devices by American Meter 


HE March, 1932, issue of “Gas Meas- 

urement Engineering’ published by the 
American Meter Co., New York, features 
two recent developments for gas measure- 
ment, the integrating orifice meter and flow 
meter, and the base pressure index. 

The Westcott integrating orifice meter is 
the established Westcott orifice meter equip- 
ped with an integrator which gives a total- 
ized indication of the quantity which has 
passed through the orifice for all rates of 
flow and all variations of pressure. In this 
integrator the effect of the pressure on the 


rate or the volume is continuously applied 
for any value or change in pressure from 
the perfect vacuum to the maximum pressure 
range of the instrument. 

The integrator extracts the square root of 
the differential each minute and multiplies 
the square root of the differential by the 
square root of the absolute pressure. The 
sum of the products is continuously totalized 
on a counter index. The difference between 
the readings obtained at the end and the 
beginning of an interval multiplied by the 
meter constant gives the quantity which 


Reading from left to righi: 
Base pressure index with vol- 
ume and pressure gage; base 
pressure index; front view of 
integrating orifice meter; in- 
side view of integrating ori- 
fice meter case with 

dial removed. 


chart 
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passed through the orifice during the interval. 
The operation of the integrator is continu- 
ous and power is supplied by a telechron 
clock. The primary multiplication is_per- 
formed once a minute. The chart record 
shows the rate of flow and the pressure at 
any time and the instrument can be ad- 
justed and recalibrated in the field. The 
Metric integrating flowmeter is the Westcott 
orifice meter without pressure spring, equip- 
ped with an integrator which gives a total- 
ized indication of the quantity of gas or 
steam at constant pressure, or of liquids 
which pass through the meter regardless of 
the rate. 

The base pressure index automatically mul- 
tiplies the quantity of gas passing through 
the meter, at pipe line conditions, by the 
product of the line pressure divided by the 
base pressure and registers the resultant on 
a straight reading index. This device is 
fully described in Bulletin E-12 published 
by the American Meter Co. 


Unkefer Now With American 
Recording Chart Company 


H. UNKEFER 
e who for seven 
and one-half 
years was manager of 
Westcott & Greis, Inc. 
at Los Angeles, has ac- 
cepted a position with 
the American Record- 
ing Chart Co. as sales 
engineer for the Pa- 
cific Coast and Mid- 
Continent areas. The 
company is manufac- 
turer of the Red Cen- 
ter line of orifice me- 
ter charts. Mr. Unke- 
fer will make his headquarters at the Los 
Angeles office of the company, 428 Boyd St. 
Mr. Unkefer has been engaged in meas- 
urement engineering since 1916, and is active 
in the affairs of the Pacific Coast Gas Asso- 
ciation and the Southern California Meter 
Association. 


G. H. Unkefer 


Drilling Campaign for Gas Supply 
for Cut Bank-Spokane Carrier 


Plans for an extensive drilling campaign in 
the Cut Bank field of Montana, are about 
complete by the Jerome Drumheller interests 
of Spokane, Wash. According to report, a 
gas supply will be developed for the Spokane 
area, and possibly for points on the West 
Coast. It is also reported that a cooperative 
movement is being planned by Montana oper- 
ators headed by J. H. Hamilton, Great Falls, 
for developing a large gas supply for the 
projected carrier. ‘Two routes for the line 
have been surveyed; one would take it 
through Missoula, Mont., and Coeur d’Alene, 
Idaho, and the other straight west from the 
Cut Bank field along the right-of-way of the 
Great Northern Railroad. 


Purchase of Merco Nordstrom 


by Pittsburgh Equitable Meter Co. 


Announcement is made of the purchase 
by Pittsburgh Equitable Meter Co. of the 
Merco Nordstrom Valve Co. of Oakland, 
Calif., manufacturer of valves and plug cocks 
for the gas industry. The company plans 
to maintain Pacific Coast branch headquar- 
ters in Oakland, according to W. F. Rock- 
well, president of Pittsburgh Equitable. The 
plant of the Merco Nordstrom Valve Co. oc- 
cupies two acres, and is operated by about 
200 employees. 


i} 
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Mid-West Gas Assn. 
Plans April Session 


. eral manager of the Minneapolis Gas 
Light Co. and president of the Mid-West 
Gas Association, will call the latter organi- 
zation into its 27th annual convention delib- 
erations on April 11. 
The three-day meeting 
will be at St. Paul, 
Minn., with headauar- 
ters at the Hotel St. 
Paul. 

Following welcome 
by Governor Olson of 
Minnesota, and an ad- 
dress on “Our Work- 
ing Tools” by Alexan- 
der Forward, A. G. A. 
Managing Director, 
the convention will 
turn to business re- 
ports and elect’ons. 

On the tentative pro- 
gram, details of which are provided West- 
ern Gas by R. B. Searing, secretary-treasurer 
of the Association, appear several important 
dealer relations discussions. These will fea- 
ture the opening day’s program and include: 
“Experiences of the Minneapolis Master 
Plumbers’ Association with the Gas Com- 
pany”, by A. E. Harroun, Minneapolis Mas- 
ter Plumbers’ association; “The How’s and 
Why’s of Dealer Relations”, Thomas E. Bul- 
lion, director of sales, Detroit-Michigan 
Stove Co.; “Relationship of Dealers and Gas 
Utilities from a National Standpoint”’, A. E. 
Higgins, secretary, Natural Gas Department, 
A. G. A. 

Papers to be heard on April 12 are the 
following: 

“Gas Measurement and Pressure Regula- 
tion at H’gh Pressures”, Allen D. MacLean, 
Chief Engineer, Pittsburgh Equitable Meter 
Co. 


J K. SWANSON, vice-president and gen- 


J. K. Swanson 


“Air Conditioning and Residential Cool- 
ing’’, (author not yet selected). 
“Greater Residential Gas Sales’, C. A. 


Nash, vice-president in charge sales promo- 
tion, United Light & Power E=gineering and 
Construction Co. 

“Merchandising Gas Appliances’, E. J. 
Boyer, Sales Manager, Minneapolis Gas Light 
Co. 


“Sales Promotion Through Advertising”, 
(author not yet selected). 
“Cleanliness” (Gas Heated Hot Water), 


(author not yet selected). 

“Prepare for Natural Gas” is a theme to 
be treated at the closing session of April 13, 
the speaker to be named later. .Robert L. 
Klar of the Des Moines Gas Co. will discuss 
the “Eleventh Meter School and Conference”, 
conducted at Ames, Iowa, last December. 

John K. Swanson, this year’s president, 
will dismiss the convention with an address 
entitled ““Let’s Check up on Ourselves”’. 

During the sessions the Mid-West group’s 
A. G. A. representatives will submit reports, 
as follows: 

Manufacturers’ Representative—Roger W. 
Polk, United Engineers & Constructors. 

Technical Representative—R. L. Schacht, 
Iowa-Nebracka Light & Power Co. 

Commercial Representative—M. L. Nolen, 
Cedar Rapids Gas Co. 

Advertising Representative— Walter V. 
Turner, Robbins Publishing Co. 

Industrial Representative—Thos. L. Con- 
nor, Peoples Gas & Electric Co. 


R. J. Daugherty 
President 


E. F. McKay 


Manager 
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D. Greason 
Gas Division 


J. Y. Wheeler G. 
Public Relations 


Daugherty Elected to Head Oklahoma 
Utilities Association in 1932 


AS men played a prominent part in the 
Fourteenth Annual Convention of the 
Oklahoma Utilities Association, which was 
held at the New Hotel Tulsa, Tulsa, Okla., 
March 8 and 9. More than 700 executives 
and employees of public utility companies, 
operating in Oklahoma and other states, were 
registered. These included representatives of 
gas, electric, electric railway, and telephone 
utilities and manufacturers and suppliers of 
gas and electric appliances and equipment. 
The following new officers were elected 
for the ensuing vear: 


President—R. J. Daugherty, Bartlesville, 
director of information service department, 
The Empire Companies. 

First Vice-President—R. J. Benzel, Okla- 
homa City, general manager, Southwestern 
Bell Telephone Co., (re-elected). 


Second Vice-President—H. B. Cobban, 
Miami, general manager, Northeast Okla- 
homa Railroad Co. 


Treasurer—W. R. Emerson, Oklahoma 
City, vice-president, Oklahoma Gas & Elec- 
tric Co. (re-elected). 


Manager—E. F. McKay, Oklahoma City, 
(re-elected). 


Each Division elected a division chairman 
and one or more members of the executive 
board of the Association to fill expired terms 
or vacancies. New officers of the Gas Di- 
vision are: Chairman, C. D. Greason, Gas 
Service Co., Kansas City, Mo., succeeding J. 
W. Duvall, formerly with the Consolidated 
Gas Service Co. at Oklahoma City. 

Representatives elected to the executive 
board are: C. A. Breitung, manager, South- 
west Gas Utilities Corp., Ada, Okla., to fill 
the expired term of E. C. Deal, Oklahoma 
Natural Gas Corp., and C. D. Greason, to 
succeed Logan W. Cary, Oklahoma City, 
president, Consolidated Gas Service Co., who 
resigned from the board. 

R. J. Daugherty, the new president of the 
Association, is prominent in the gas industry, 
and is also mayor of the City of Bartlesville, 
Ckla. Mr. Daugherty was also elected a 
member of the executive board of the Asso- 
ciation representing the Public Relations 
Division. 

Among other men who are connected with 
gas or gas and electric companies who were 
elected to official positions of the Association 
were J. Y. Wheeler, Wynnewood, Okla., su- 
perintendent in charge of Oklahoma opera- 
tions of the Community Natural Gas Co., 
chairman of the Public Relations Division; 
S. E. Wolff, president, Oklahoma Power & 
Water Co., Sand Springs, executive board 
member from the Electric Division, and S. I. 
McElhoes, vice-president, Southwestern Light 


& Power Co., Oklahoma City, chairman of 
the Electric Division. 

All of the divisions of the Association, ex- 
cepting the Telephone Division, met in joint 
sessions on both days of the convention. Ad- 
dresses covered many subjects of general in- 
terest to the utility industry, including a num- 
‘ber dealing with gas. Among addresses and 
papers of special interest to the gas industry 
were the following: “Where the Customer 
Takes Our Measure”, by Kurwin R. Boyes, 
New York City, secretary, American Gas 
Association. Discussion by W. H. Bagley, 
Oklahoma Natural Gas Corp., Tulsa, “Two 
Trillion Cubic Feet’, by T. J. Strickler, vice- 
president and general manager, Kansas City 
Gas Co., Kansas City, Mo., and chairman of 
the Natural Gas Department, A.G.A. “Cost 
of Government”, by H. H. Smith, Tulsa, 
secretary, Mid-Continent Oil & Gas Associa- 
tion. “Appliance Merchandising in Okla- 
homa—1932”, by William Parkerson, general 
commercial manager, Public Service Com- 
pany of Okla., Tulsa. Discussion by W. J. 
Young, Oklahoma Natural Gas Corp., Tulsa, 
and C. A. Breitung, Southwest Gas Utilities 
Corp., Ada. 

A first aid session was held at the New 
Hotel Tulsa on the night of March 7 as a 
prologue to the regular convention. Four 
men’s teams participated in the first aid con- 
test staged under the direction of L. M. 
Jones, Oklahoma City, chairman of the Safety 
Section of the Association. The team of the 
Oklahoma Natural Gas Corp. won first place 
in this contest and was again awarded a 
handsome loving cup, which it won tor the 
first time at the 1930 convention. The team 
which wins it three times in succession will 
be awarded the cup permanently. All of the 
members of this team are employees of the 
Oklahoma Natural Gas Corp., at Morris, 
Okla., and are: Floyd Callison, Bruce R. 
Agan, John A. Lauderdale, S. P. Bearden, 
Fred Wood, Otto Rose. Glen Rambo is spon- 
sor. The team of the Southwestern Bell 
Telephone Co. was awarded second place. 
Each member of the first and second teams 
received a first aid kit. The women’s team 
of the Oklahoma Natural Gas Corp., com- 
posed of Ruby Barth, Alice Knaell, Viva 
Haslen, Mary Gillespie, Ruth Arrington, Mil- 
dred Hardy and Maxine Strong, put on a 
demonstration of first aid methods. 

The annual dinner of the convention was 
held on the night of March 8 in the Topaz 
Room of the New Hotel Tulsa with J. F. 
Owens, Oklahoma City, president, National 
Electric Light Association, as the principal 
speaker. S. I. McElhoes, Oklahoma City, 
vice-president of the Southwestern Light & 
Power Co., and retired president of the Asso- 
ciation, presided at the dinner. 
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1506 Alberni _ 5.6 
* 9$§ Broughton 3.15 
2246 Franklin = 6 79.46 
4444 West 5thAve. 10 175.98 
2958 West 45th Ave. 6 140.47 
1186 Harwood 5 94.40 
-*6626 Laburnum s is | 
1745 McSpadden ‘ wm 
960 West 19th Ave. 5 86.90 
1225 Pacific 5 75.49 
*3136 East 22nd Ave. ae 2 154.17. 
3058 West 12th Ave. 3 69.66 


*Denotes that bill includes cost of gas used for 12 
months’ water heating--with an automatic gas 
water heater! : 
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Two pages from a B. C. Electric pamphlet on house heating. 


House Heating Sales at Vancouver, B. C. 


By J. FREMONT 
Sales Manager, British Columbia Electric Power & Gas Company, Ltd. 
Vancouver, B. C.* 


UR initial efforts at selling manufac- 
O tured gas for heating were begun 

about eight years ago, when we in- 
troduced a special rate of 75c per 1000 cubic 
feet on the first 10,000, with all in excess, 
60c per 1000. This rate applied to central 
heating plants. We have a straight 75c rate 
for one or more gas fires or other space 
heaters. 

At the beginning all the salesmen turned 
in prospects, with one heating engineer esti- 
mating and supervising installations, but 
after a year or two we inaugurated a heating 
department with qualified engineers in 
charge, and heating sales were taken out of 
the hands of our ordinary district salesmen. 

The first year we installed 23 furnaces and 
two vacuum systems, and incidentally the cus- 
tomer who purchased our first furnace is 
today one of our most enthusiastic and big- 
gest boosters. 

Originally our chief competitor was coal, 
selling around $12 a ton, having a heat value 
of approximately 12,000 B.t.u.’s per pound. 
Oil was then quite in the background. 

We offered three types of central heating 
—the warm air furnace, the vacuum system 
and hot water boilers. The warm air fur- 
nace has proved the most popular type for 
house heating, the capital investment for 
equipment being reasonable and the cost of 
operation still more so. Our average cost 


* Presented at the Pacific Coast Gas Association’s 
Northwest Sales Conference, Tacoma, Wash., January 
97 1932? 
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furnace heating is $15 per room per season. 
This average was arrived at by selecting at 
random a great number of different jobs over 
a period of years, and it has proved a safe 
figure to work on. 

The introduction of air conditioning in 
conjunction with warm air heating has 
opened up a vast field of possibilities, and 
we have already met with considerable suc- 
cess in this direction. I am of the opinion 
that this is one of the biggest opportunities 
in the gas heating business today. 

In converting a number of our gravity 
jobs to the air-conditioning system, we have 
been agreeably surprised at the reduced 
cost of operation—this in some _ instances 
running as high as 50 per cent. 

The vacuum system has proved our most 
successful heating plant for commercial 
buildings. The fact that we have put in 
187 systems at a sales value of well over a 
quarter of a million dollars speaks for itself. 
For efficiency, flexibility and low cost of 
operation it is hard to beat. 

With the vacuum system overcome many 
venting problems can be overcome, and it is 
possible to get into buildings that would 
otherwise have to be turned down. Last year 
we completed our largest job—the offices of 
the new Canadian National Steamship Dock. 
The amount of radiation installed was 6745 
square feet, comprising 74 radiators. The 
total cost was $13,000. The expected annual 
consumption will be about 2% million cubic 
feet. 
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We have at least 25 churches heated with 
this system, and all satisfied customers—a 
complaint of a high bill being a rarity. 

With hot water installations we have 
made little or no progress, the cost of opera- 
tion in our territory being so much out of 
line with other kinds of heating. Our jobs 
run anywhere from 33c to 50c per foot of 
radiation per season. Then, too, the first cost 
of boiler equipment is quite a handicap 
owing to the fact that we have to import 
boilers, on which there is a heavy duty. 

Since the inception of our heating rate we 
have sold and connected 517 furnaces, 187 
rector systems, 34 hot water boilers and 
7100 fires—the total cash value of sales 
being $650,000. We have nearly 500 miles 
of mains and 45,000 consumers. The B.t.u. 
content of our gas is 467. 

Last year we sold nearly 250 million cubic 
feet of gas for heating purposes, represent- 
ing approximately 20 per cent of our entire 
output. 

Coal sells for around $10 per ton and oil 
from 4%c to 9c per gallon. 

We reduced our heating rate last year by 
putting in a third step—all consumption over 
20,000 cubic feet 50c per 1000, and have 
hopes of a further reduction in the near 
future. 

Now, as to how we have built up our 
heating business: I think the following few 
golden rules are responsible for what we 
have accomplished: 


1. Using the greatest care in thoroughly 
analyzing a job before recommending any 
type of heating plant. 


2. Selling only those that we knew we 
could hold, and turning down anything 
doubtful. 


3. Avoiding, wherever possible, predicting 
a customer’s heating bill, and last, but not 
least, selling gas—the modern fuel, on its 
merits as the best and only truly automatic 
heating. 

And there is just one other rule—Lots and 
lots of hard work. 


G. Blanchard Smith to Represent 
Reynolds in Mid-West 


EYNOLDS Gas 
Regulator Co. of 
Anderson, Ind., 

announces the appoint- 
ment of G. Blanchard 
Smith as sales repre- 
sentative in the Kansas 
City area. His terri- 
tory embraces the 
states of Kansas, Ne- 
braska, Missouri, Colo- 
rado and Iowa. 

Mr. Smith was for 
several years connected 
with the sales force of 
Westcott & Greis, Inc., 
Tulsa, Okla., giving 
him a practical background for the solution 
of regulator problems. 


G. B. Smith 


Central Illinois Public Service 
Gets New Permits 


ERMISSION has been granted by the 

State Commerce Commission of Illinois, 
to the Central Illinois Public Service Co. to 
distribute natural gas in Pittsfield, Carrollton, 
Jerseyville, Villa Grove, Tuscola and Vir- 
ginia, and the Panhandle Illinois Pipe Line 
Co. has been authorized to construct trans- 
mission lines to these cities and towns. A 
30-mile line would probably extend to Jersey- 
ville, and serve Roodhouse, Whitehall, and 
Carrollton en route. Pittsfield will be served 


iy 


’ charge of large com- 
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from a short lateral, as will Villa Grove. 
Tuscola is close to the main 24-inch line. 

It is reported also that C.I.P.S. Co. has been 
granted permission to change to natural gas 
service in Hoopeston, and that Panhandle 
Illinois Pipe Line Co., may construct an 
extension from Danville to serve the town. 
Virginia and Beardstown, also served by 
Central Illinois Public Service Co. will be 
changed over to natural. 


Elder and Phillips in Gas Sales 
Posts for San Diego Consolidated 


4, UBSEQUENT to the announcement that 
natural gas would be available to San 
Diego customers about September 1, A. E. 
Holloway, vice-president in charge of sales 
for the San Diego Consolidated Gas and 
Electric Co., has ap- 
pointed H. W. Elder, 
gas sales engineer in 


mercial and industrial 
installations, while 
Ralph Phillips has 
been promoted to the 
position of engineer in 
charge of general gas 
sales promotion. 


Both men are trained 
in solving problems of 
a gas engineering na- 
ture and have recent- 
ly made _ exhaustive 
studies of natural gas 
application in the San Francisco Bay and 
Los Angeles areas, to the end that the local 
change-over from the present manufactured 
product will be conducted efficiently and with 
the least possible inconvenience to customers. 

Anticipating an immediate demand for 
general information on the utilization of the 
natural product, Mr. Holloway has placed 
the dissemination of this information under 
the supervision of Mr. Elder and Mr. 
Phillips. 


H. W. Elder 


Prairie Merger Affects Several 
Gas Companies in the Southwest 


Gas properties affected by the merging of 
the Prairie Oil & Gas Co. and the Sinclair 
Oil Co., to operate as the Consolidated Oil 
Corp., as ratified by stockholders of the com- 
panies the last of February, are the Pro- 
ducers and Refiners Co. and the Southwest- 
ern Development Co. 

The latter interest owns all the capital 
stock of the Canadian River Gas Co., Amar- 
illo Oil Co., Amarillo Gas Co., Panhandle 
Pipeline Co., Red River Gas Co., South 
Plains Pipeline Co., West Texas Gas Co., 
Dalhart Gas Co. and Clayton Gas Co. It 
also owns jointly with the Standard Oil of 
New Jersey, the Colorado Interstate Gas Co., 
which company constructed, and now oper- 
ates the 350-mile line from Amarillo, Texas, 
to Denver, Colo. 

Producers and Refiners Corp. owns jointly 
with the Midwest Refining Co. a 90-mile gas 
pipe line, supplying gas to the Midwest and 
Standard of Indiana Refinery at Casper, 
Wyo. 

Harry F. Sinclair is chairman of the exec- 
utive committee of the new corporation; H. 
R. Gallagher will be president, and W. S. 
Fitzpatrick, chairman of the Board of the 
Prairie Oil & Gas Co., will likely direct the 
activities of the corporation. 


Citizens Gas Co. Applies at Seminole 
Seminole, Okla., will vote shortly on the 


franchise application of the Citizens Gas Co. 
to serve gas in the town. 
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Service After Sales Holds the Load 


(Continued from Page 27) 


sufficient to carry the heating load before we 
accept the heating responsibility. 

The third and most important step in our 
selling plan is the back-bone of holding our 
house heating load. We employ a careful, 
personal systematic follow-up of our heating 
sales, by our new business department every 
month. 

In our territory, this is done by personal 
letter, not a form letter, to each house heat- 
ing customer, reaching him at the close of 
each month, after his meter has been read— 
but before he receives his monthly bill, and 
dealing with what his gas bill should have 
been and what it actually is. It is not neces- 
sary to tell your customer about Degree Days 
because he does not know what they are. 
You can obtain from the nearest U. S. 
Weather Bureau station, the average temper- 
atures during this same month, and from 
your American Gas Association house heat- 
ing manual determine if this same month 
has been an average month; above or be- 
low the average. No matter what the case 
may be, when you tell your customer what 
the U. S. Weather Bureau has to say about 
the weather, we have found this sufficient 
proof to convince him of the fairness of his 
gas bill. 

The last, and an important, point that we 
use in attempting to hold our business is to 
have the customer sign a proposal and ac- 
ceptance of a house heating contract, in addi- 
tion to the regular sales contract. This 
agreement is presented to our customer to 
make him feel that he really has had an in- 


telligent investigation of his heating require- 
ments, which binds our company as far as 
the heating of the home is concerned, but 
does not bind our company regarding the 
cost of heating the customer’s home. 

During the summer months we clean our 
installed burners and gas fired boilers and 
furnaces. We also check the flue to see that 
it is open and clean. The safety pilots are 
checked, and cleaned to see that they are in 
working order. 

Having a record of the actual radiation 
required we also check the gas demand at the 
burner to see that it is proper to take care 
of the full load. We have also found that 
the checking of the flue for draft and good 
combustion cannot be done during the milder 
months. Thus with the first extreme weather, 
at the beginning of the heating season our 
service men check all heating plant installa- 
tions for these conditions. And last, as a 
small touch of sales service, each year we 
patch up any asbestos covering that may 
have fallen off the heating plant; paint the 
iron work around the front of the heating 
plant with a good black paint, touching up 
the letters of the name of the furnace or 
boiler manufacturer with gold paint. This 
leaves visible evidence that the gas company 
is on the job, servicing their house heating 
business, 

I believe that the holding of our domestic 
load today will vary directly with the 
amount of sales service we attempt after the 
sale has been made. We must sell gas ser- 
vice and not gas appliances. 


First So. Calif. Cooperative Campaign 


HE gas range trade in southern Cali- 

fornia is now holding its first cooper- 
ative range sale, with furniture and hard- 
ware dealers, department stores, gas utilities 
and manufacturers all participating. 

This event will last for nine shopping 
days, beginning March 28 and ending April 
6. During this time all dealers who are 
taking part are giving a 20 per cent trade-in 
allowance for the old range to purchasers of 
insulated, full enameled gas ranges of regu- 
lation size and with oven heat controls. 

Practically all range manufacturers doing 
business in the area have agreed to assist 
their dealers who are participating by giving 
them an additional discount upon all qualify- 
ing ranges sold during the nine days and 
upon which the 20 per cent trade-in allow- 
ance was made. 

The Joint Advertising Committee of the 
Los Angeles Gas and Electric Corp., the 
Southe:,: California Gas Co. and the South- 
ern Counties Gas Co. is assisting this sale 
with a strong advertising campaign in Los 
Angeles. This support consists of a series 
of large newspaper advertisements and over 
150 full-sized poster boards, all of which 
feature the phrase “See your Gas Appliance 
Dealer.” This committee has also prepared 
a number of dealer helps for free distribu- 
tion, such as window stickers, counter cards 
and circulars. 

In addition to the joint advertising effort, 
the Southern California Gas Co. and the 
Southern Counties Gas Co. are giving indi- 
vidual support to the sale by newspaper ad- 
vertising in their respective territories out- 
side of Los Angeles. Dealers and particu- 
larly downtown Los Angeles department 


stores, are also featuring the event very heav- 
ily in their advertising, while one manufac- 
turer is announcing it over 12 radio stations. 

The plans for the Cooperative Range Sale 
were developed by a committee consisting of 
H. E. Davidson of the Southern California 
Gas Company, chairman; E. P. O’Keefe, of 
O’Keefe and Merritt Co.; Joe Moore, of the 
A-B Stove Sales Co.; D. J. Williams, of the 
Retail Furniture Association; J. V. Guil- 
foyle, of the Southern California Retail 
Hardware Association; E. C. Mitchell, of 
the Retail Dry Goods Merchants Association ; 
Clyde H. Potter, of the Southern Counties 
Gas Co., and J. S. Spaulding, of the Joint 
Advertising Committee. 


Robert Otto Now Counsel for 
Laclede Gas Light Company 


Robert W. Otto of Jefferson City, Mo., has 
been named counsel for the Laclede Gas 
Light Co., St. Louis, Mo. He was formerly 
Judge of the United States Supreme Court 
in the State of Missouri. According to Ed- 
ward P. Gosling, president of the company, 
he assumes his new position immediately. 


Craig, Colo. to Have Service 


Work is expected to begin as soon as frost 
leaves the ground on a pipe line from the 
new wells of the Ohio Oil Co., three miles 
southwest of Craig, Colo., to the town. Ohio 
Oil Co., Casper, Wyo., has the natural gas 
franchise at Craig, and will also construct 
the distribution system there. 


Page 44 
| Cool Dry Air | 
| Te House | 
| Fresh Air ) 
| tnlet Warm Moist Air | 
1. < From House | 
FiTER Air Supply | 
| 
ak —_ /eeen | 
Activation SILICA GEL Air | 
runes 7 ; Te am FURNACE | 
s _ 
| 
Water { “ Fite | 
Supply Drain —HoMipIriER, | 


FIG. 3—Diagrammatic flow sheet of Silica Gel summer air conditioner as applied in 


localities having high tap water temperature. 
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FIG. 4—Silica Gel summer cir conditioner with boiler and heater-cooler for ,winter 
heating using high boiling compound and heat exchanger for activation. 


The Flow Cycle for Air Conditioning 


(Continued from Page 26) 


In winter, the warm air furnace operates 
in the customary manner, heating and 
humidifying the air. At such times, of 
course, the cooler and dehydration unit are 
not in use. The main air-flow still passes 
through the cooler, but as no water is flow- 
ing, the temperature of the air is not 
changed in its passage through it. 

Figs. 2, 3 and 4 are merely modifications 
of the above explained system. 


Fig. 2: In Figure 2, the warm air fur- 
nace is eliminated. <A _ boiler is used for 
winter heating. The cooler in the main air 
stream, which is the same as that shown in 
Fig. 1, is also used as a heater in winter. 
In summer, the system operates exactly as 
in Fig. 1, the boiler being inoperative. Un- 
der these conditions, the supply and return 
valves on the boiler are closed and the water 
valves to the cooler and dehydration unit 
are open. In winter, the dehydration unit 
is inoperative and the water valves are 
closed to the unit and the cooler. The sup- 
ply and return valves on the boiler are 
opened and the boiler supplies hot water to 
the cooler which now acts as a heater. Thus 


the same surface is used for heating the 
house that is used for cooling it. A humidi- 
fier may be included in the heater casing. 


Fig. 3: This figure shows the arrange- 
ment in localities where the tap water is of 
too high a temperature to maintain a satis- 
factory temperature in the house. In this 
case, an excess quantity of air is dried in 
the dehydration unit and this air is cooled 
(to the limit established by the water tem- 
perature) by an indirect cooler in the dehy- 
dration unit as before. Either tap water or 
water from a cooling tower may be used for 
this purpose. The dried air is then passed 
through a small humidifier which partially 
saturates it and causes a large drop in its 
temperature. ‘Thus the principle of evapora- 
tive cooling is used. Because an_ excess 
quantity of air has been dried, this cooling 
effect can be secured with a sufficient quan- 
tity of dry remaining to still maintain 
a low relative humidity in the main air 
stream to the house. 

Fig. 4: This is the same as Fig. 2, except 
that the same boiler is used for supply- 
ing activation heat to the dehydration unit 
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in summer and for supplying heat to the 
house in winter. The boiler may also supply 
a domestic hot water heater as shown. In 
winter the operation is as described for Fig. 
2. In summer, the valves between the 
boiler and the heater-cooler are closed and 
the cold water supply valves are opened to 
the cooler and the dehydration unit. At the 
same time the valves to the indirect heat 
exchanger are opened. ‘Thus the boiler sup- 
plies heat to the activation air stream dur- 
ing the summer, to drive the moisture from 
the Silica Gel beds being re-activated. Of 
course, any fuel may be used to fire the 
boiler. 


W. M. Hines is Named President 
of Southwestern Natural Gas Co. 


ELECTION of W. M. Hines as president 

of the Southwestern Natural Gas Co. has 
been announced by the board of directors 
following a meeting held in Tulsa, Okla., 
recently. Home ofhces of the Southwestern 
are in Tulsa. 

Mr. Hines has been an active public utility 
executive for the past five years, first being 
associated with Coast 
Counties Gas & Elec- 
tric Co. of Santa Cruz, 
Calif., and later with 
Pacific Public Service 
which operates and 
controls gas properties 
in Washington, Ore- 
gon and California. 
Pacific Public Service 
is a subsidiary of 
Standard Oil of Cali- 
fornia. It was for this 
company that Mr. 
Hines obtained fran- 
chises throughout west- W. M. Hines 
ern states. 

Although the Southwestern Natural is a 
gas transporting company, its dealings are 
with Oklahoma gas utilities, and a man with 
a public utility background was chosen by 
the directors for the position. Southwestern 
Natural is one of the largest companies of its 
kind in Oklahoma. 

Coming to Oklahoma from California, the 
new president began extensive research work 
in the gas utility industry and after be- 
coming prominently identified with progres- 
sive natural gas activities, he was selected by 
the board of directors of Southwestern Nat- 
ural for the leading executive position. 


Formula for Determining Thicknesses 
For C. |. Pipe, Feature of Booklet 


An illustrated discussion of the Modified 
Fairchild Formula for determining metal 
thicknesses for cast iron pine is a feature of 
a new booklet, “Specifications for Acipco 
Mono-Cast Centrifugal Cast Iron Pipe, Bell 
& Spigot, 1932,” now being distributed by 
The American Cast Iron Pipe Co., Birming- 
ham, Ala. 

The new booklet is occasioned by the re- 
cently promulgated Federal specifications 
for bell-and-spigot cast iron pipe in which 
certain revisions of former requirements are 
contained. Complimentary copies of the 
booklet may be obtained by writing to The 
American Cast Iron Pipe Co., Birmingham, 
Ala., or to any of the company’s branches. 


Bardstown, Ky., Franchise Sold 
It is reported that Kentucky Public Service 


Co., has purchased the natural gas franchise 
at Bardstown, Ky. 
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Cooperative Sales 
Campaigns 
(Continued from Page 23) 


While on the subject of heating I should 
like to mention that the company has pre- 
pared a standard code which is recommended 
for the installation of warm air heating 
equipment in northern California. It has 
been adopted by the Gas Appliance Society 
and the Furnace Dealers Association and has 
proven valuable in securing adequate and 
proper installations of heating equipment. 
This code is supplemented by a standard unt- 
form gas heating estimate and proposal which 
is available to all dealers at minimum cost. 


We also have a cooperative selling cam- 
paign of heating scheduled during the period 
of October 1 to December 31, which will be 
known as the Fall Campaign. This campaign 
will have no special inducements but will 
be a concentrated drive by the entire indus- 
try using newspaper advertising and suppie- 
mentary sales promotional media. 

Gas ranges will be campaigned intensively 
during the last part of April or the first 
part of May. Since it is the policy of the 
company to restrict its direct sales activity 
to pioneering and creative sales work it does 
not engage in the selling of gas ranges in 
the larger metropolitan areas; therefore, this 
campaign is an intensive dealer drive, con- 
ducted by the Gas Appliance Society. This is 
an organization composed of manufacturers, 
jobbers, retailers, and Northern California 
utilities. 

The campaign will likely be a short in- 
tensive drive in which an inducement is 
made to buy ranges priced at $116 or more 
bv offering the oven heat regulator free for 
the period of the campaign; the price of the 
regulators being stood, half by the retailer, 
and half by the manufacturer of the range 
sold. This campaign is always supported by 
the newspapers; entire sections are devoted 
to advertising and publicity, all of which is 
paid for by the retailer. Cooking schools, and 
essay contests are usually held in conjunction 
with it and the results are most gratifying. 

As previously stated we feel that we have 
made considerable headway with these co- 
operative selling campaigns. In my opinion 
our success has by no means been entirely 
due to the plan of the campaigns themselves, 
but more particularly to the work done in 
preparing for the campaigns and the careful 
attention to the details of getting dealers 
and manufacturers to tie in with them and 
feel that they are their campaigns. 

Sometimes it is the smallest wrinkle in the 
scheme of things that makes or breaks a 
selling drive, and a provision which is ap- 
parently remote and ineffective proves to be 
the balance wheel which makes for stability 
and puts the campaign across in an_har- 
monious and united constructive drive. 


While we have done a lot of work with 
dealers and have secured a fair degree of 
cooperation from them, I do not wish to be 
misunderstood. We do not have the whole- 
hearted support of 100 per cent of the deal- 
ers in the territory, and probably never will 
have. Of course, dealers generally are of 
the opinion that the utilities discontinuing 
the direct sale of appliances would be to 
their distinct advantage, and they will appar- 
ently persist in this opinion in the face of 
all proof to the contrary, and regardless of 
how favorable the utility merchandising pro- 
gram is to them. In fact, I believe that 


P. G. and E. road show “on tour.” 


even if we were to discontinue all direct 
sales of appliances, we would still have dis- 
satisfaction and a certain amount of com- 
plaints from dealers concerning the way we 
might conduct our business, regarding the 
handling of prospects, the g.ving of service, 
the fairness of rates, and what not. 

The process can go on and on and no 
matter how much the utility g:ves the dealer, 
he will still want more. Each utility must 
appraise the dealers’ present and potential 
value in the promotion of its business in the 


Left to right: Walter Carlson, Photophone operator 

(courtesy G. E. Co.), Pat Currax, Wm. Park, B. W. Reynolds, Rodney Doerr, Frank 

Bevan, Harry Carroll, H. M. Crawford, A. H. Miller, F. Aicher, R. Corbett (in truck), 
E. F. Perkins, A. M. Frost, Wm. P. Bear, F. U. Naylor. 


various territories wherein it operates, and 
develop a program that will encourage the 
dealers to more aggressively exploit the appli- 
ance market and consider it an important 
part of their business. This, however, must 
be accomplished without the means of sub- 
s dies and financial assistance which have the 
tendency to discriminate against the success- 
ful, aggressive, and capable dealers, in favor 
of the dormant, unprogressive and _ irre- 
sponsible ones, thus breaking down the in- 
stitution of independent dealer enterprises. 


Electrolux "Find the Buyer” 
Campaign is Announced 


Electrolux Refrigerator Sales, inc., Evans- 
ville, Ind., is sponsoring a “Find the Buyer’’ 
campaign plan, offering a dealer program of 
refrigerator sales activity for the spring 
months. The plan includes sales education, 
direct mail and window display features. 
An explanatory campaign portfolio has been 
brought from the press, describing the scope 
of the campaign, together with an explana- 
tion of how to order and use material for 
this spring sales work. 

Included with this portfolio also is a series 
of three booklets comprising the company’s 
new sales educational course. 


Copies of the portfolio may be obtained 
from the company at Evansville. 


Mueller Bulletin Describes 
Matched Units for Residences 


L. J. Mueller Furnace Co., Mi!waukee, 
Wis., recently brought from the press a 
brochure on “The Climator Air Conditioning 
System for Homes,” describing the company’s 
matched furnace and air conditioning units. 
Copies of the booklet may be had by writing 
to the company at Milwaukee. 


Course in Flue Gas Analysis 


Completed by 85 Students 


Eighty-five students in a flue gas analysis 
course conducted by Fort Worth, Tex., pub- 
lic school vocational department received 
certificates on completion of the course late 
in February. Over 110 students were en- 
rolled in the course which was taught by 
Frank Jackson, industrial engineer for the 
Fort Worth division, Lone Star Gas Co. 


May Enlarge Omaha Plant 
Before 1932-33 Winter Season 


During the four coldest days in March, 
the city of Omaha consumed 37,956,000 cubic 
feet of gas, or almost the total capacity of 
the plant operated by the Metropolitan Utili- 
ties District. It is reported that the plant 
may be enlarged before another winter brings 
peak loads. 


Service for Las Vegas, N. M. 
To Begin About September | 


September 1 is the date now set by South- 
ern Union Gas Co. of Dailas, Texas, for 
beginning service in Las Vegas, N. M. A 
65-mile, 8-inch line will be constructed by 
the company from the main lifé running into 
Santa Fe from Albuquerque. * 
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RELIANCE 


Dial 


of Bottled 


Indicator Assembly 


This type of con- 
trol not only guaran- 
tees extreme con- 
venience to the con- 
sumer but also mini- 
mizes the possibility 
of interrupted 
service, guaranteeing 
a flow as constant 
and dependable as 
can be offered by any 
natural or manufac- 
tured gas company. 


The type “MR” 
regulator is in reality 
a duplex regulator, 


reducing extremely | | 7 
high pressures encountered in the service cylinder when first in- 


stalled, to a uniform outlet pressure varying from three to six 
pounds, thereby enabling the secondary, or Type “B” regulator, 
to work under normal, reasonable conditions at all times, insur- 
ing uninterrupted service to the appliances without pressure 


fluctuations. 


Completed Installation 


Also a complete line of gas regulators for Manufactured and Natural Gas Services 
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Liquid Petroleum 
Gas Regulators 


For Absolute Pressure Control 


Gases 


Automatic control 
Two step regulation 


Indicates cylinder operat- 
ing 


Two cylinder operation 
for excessive demands 


Positive lockup 


Multiple cylinder installa- 
tions 


RELIANCE REGULATOR CORPORATION 


ALHAMBRA, CALIFORNIA 


SALES— SERVICE 


NORTHWEST GAS & ELECTRIC EQUIPMENT CO., Portland, Oregon 
AMERICAN METER COMPANY—New York, Chicago, Pittsburgh 
JOHN J. GRIFFIN & COMPANY—Philadelphia 
HELME & McILHENNY, Philadelphia 
MARYLAND METER WORKS—Baltimore 
WESTCOTT & GREIS, INC., Dallas, Texas; Tulsa, Oklahoma 
D. McDONALD & COMPANY—Albany 
METRIC METAL WORKS—Erie, Denver, Kansas City 
NATHANIEL TUFTS METER WORKS—Boston 
PACIFIC METER WORKS—Los Angeles, San Francisco 
RELIANCE REGULATOR CORPORATION—Alhambra, Calif. 
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Type MR and B Regulator Assembly 
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etroleum Gas Service 


Procedure for El Centro 


Change-Over from Oil Gas 


to Air-Butane 


By R. L. HaypEN 


Manager Imperial District, 
Natural Gas Corporation of California 


HEN Natural Gas Corp. of California 
recently completed its air-butane plant 

at El Centro, replacing oil-gas service, 

the necessary adjustment of all appliances to 
the new gas introduced conditions not encoun- 
tered in the more usual natural gas change- 
over procedure, due to the amount of air 
already mixed with the gas before air-butane 
enters the burner throat. 
A description of meth- 
ods adopted to secure 
eficient appliance oper- 
ation at E] Centro may 
therefore be of interest. 
As can be seen from 
Fig. 1, manufactured 
gas requires less air to 
complete combustion 
than natural gas, while 
natural gas_ requires 
less than is necessary 
for the burning of pure 
propane and_ butane 
gas which ordinarily 
has a B.t.u. value of 
approximately 3200. 


R. L. Hayden 


During the carburetion 
process at the plant substantially five volumes 
of air are mixed with one volume of vapor in 
reducing the heat content of the gas to 550 


B.t.u. per cubic foot. While practically the 
same proportion of additional air is required 
at the appliance as in the case of manufac- 
tured gas, the effect of the higher gravity of 
the air-butane is to entrain excessive quanti- 
ties of primary air. Therefore, instead of 
changing the orifice design to insure the 
maximum amount of primary air, it is neces- 
sary to accomplish the opposite result. 

The most satisfactory solution of this prob- 
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lem of adjustment has been found through 
the use of brass speed reducing tips or spuds. 
As shown in Fig. 2, these are designed to cut 
down the exit velocity of the flowing gas 
stream and change the location of the dis- 
charge in the mixing tube throat, thereby 
reducing the efhciency of the mixing tube as 
an air-inspirating device and making the ac- 
curate control of primary air more simple. 
Their construction also makes it possible for 
the adjuster to quickly cut them off where he 
finds they are eliminating too much air to 
give efficient operation in individual cases. 


The rate of flame propagation of air- 
butane gas is approximately half that of ordi- 
nary manufactured gas, which makes it neces- 
sary to ream the ports of all burners; other- 
wise the exit velocity will be too great with 
the result that the flame will blow off and 
not remain ignited. In the case of new burn- 
ers especially designed for air-butane gas, 


FIG. 2. 


Illustrating burner 
changes mecessary 
for efficient com- 
hustion of air-bu- 
lane gas. 
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raised burner ports have been found advan- 
tageous because the longer port channel pre- 
vents flash back. From %g to % inch are 
proving the most satisfactory thickness for 
practical use. 


These speed-reducing tips have made pos- 
sible the complete satisfactory adjustments of 
the oil manufactured gas appliances for air- 
butane gas in the El Centro district at a min- 
imum expense to the gas company. For most 
space heaters, new burners had to be installed. 
In the majority of cases it was found sufficient 
to raise the burners of the water heaters. 


Some sections of the El Centro distribution 
system are low pressure and this has made 
the accurate adjustment of all appliances more 
important than ever, as this new gas allows 
for very little variance in pressure at the 
burner. This is due to the fact that if the 
pressure is low, there is insufficient gas, while 
if the pressure is too high, it will blow the 
flame off the burner. Regulator adjustments 
have been made so as to maintain a pressure 
of approximately 7 inches at the appliance. 

Flame temperature of the new air-butane 
gas is slightly lower than that of the oil 
manufactured gas, but the variance is so small 
as to make little appreciable difference in 
actual operation. The air-butane flame tem- 
perature is around 1600° F., compared to 
1800° F. for manufactured gas, and is about 
equivalent to that of straight natural gas. It 
has been found by laboratory tests that the 
air-butane flame reaches its hottest tempera- 
ture when it is burning a sharp blue flame 
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the Only 
COMPLETE 


Propane Gas 


CONTROL 


A complete manifold and regulat- 
ing unit, work tested and factory 
assembled ... the only complete 
liquefied petroleum gas control as- 
sembly you can buy; fortunately 
Rego-made .. consists of connec- 
tions to cylinders, a 2-way throw- 
over valve (to shut off one side 
automatically when the other is 
opened), a regulator, mercury seal, 
supply ef mercury, wrench .. . 
complete and ready to _ install. 


In One Package 


The REGO complete manifold and 
control unit is factory assembled 
and tested under actual working 
conditions . . . then packed in a 
substantial re-shipping carton. 


Ready to Ship 
for 
Field Installation 


Sell the job ... ship the equip- 
ment, including the REGO carton 
... then send a man out to hook it 
up. That’s what REGO means to 
the Liquefied Petroleum Industry! 


W rite We have a wealth of 


data on marketing. 
and distribution; complete files on 
research and application. Ask us 
any question without obligation. 


The 


Bastian-Blessing Ce. 


254 East Ontario St. 
Chicago, IIl. 
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with just a bare red tip, and adjustments 
have been made accordingly. The air-butane 
flame is much shorter than that of straight 
natural gas. 

In advance of the change-over work, a com- 
plete survey of appliances in use in this dis- 
trict was completed in order to assure that all 
of the necessary material would be on hand 
for prompt adjustments. A great deal of ex- 
perimental work was also carried on by Nat- 
ural Gas Corp. of California to determine 
the various characteristics of this new gas, as 
compared to oil manufactured gas. From 
these tests it was found that appliances ad- 
justed for manufactured gas could not be 
lighted with air-butane gas, as there was too 
much air being admitted at the _ burner. 
Therefore, to guard against any possible acci- 
dent, all gas meters were turned off the day 
of the change, which is also at variance with 
the situation existing in the change-over from 
manufactured to natural gas. This necessi- 
tated a great deal of extra work and expense 
on the part of the gas company, which would 
have been eliminated had the gas been sim- 
ply turned into the mains and the adjust- 
ment work started. However, this safety pre- 
caution made possible the completion of this 
work with no accidents of any kind. To 
minimize the inconvenience of consumers, the 
town was divided into eight sections of ap- 
proximately 200 meters each and adjustments 
made in one section prior to the turning of 
the air-butane gas into another section. Regu- 
lar procedure of the change-over crew on 
calls and call backs was followed throughout. 

The major difhculty encountered in this 
work was the presence of water or condensa- 
tion in some parts of the distribution system. 
Sectionalizing the system for the purpose of 
converting appliances frequently reversed the 
direction of gas flow, and this, together with 
the change in velocity and the condensation 
in the mains, made poor pressure conditions. 
For this reason many of the mains had to be 
cut and temporary drips installed. Con- 
densates remaining in the mains after the 
conversion will of course disappear within a 
short period of time, as the air-butane gas 
is particularly dry. 

All adjustment work at E] Centro was car- 
ried on under the direction of O. F. Ander- 
son of the Los Angeles Gas and Electric Corp., 
with H. N. Johnson in charge of conimercial 
and industrial work. They were assisted by 
an especially trained crew of men secured 
from Los Angeles Gas and Electric Corp. and 
Coast Counties Gas and Electric Co. All 
these men had previously done considerable 
work in the change-over of appliances from 
manufactured to natural gas. 

The El Centro plant of the Natural Gas 
Corp. of California is the largest air-butane 
plant on the Pacific Coast and was con- 
structed under the direction of A. E. Hall, en- 
gineer for Standard Management and Oper- 
ating Corp. The plant has a capacity of 60,- 
000 cubic feet of gas per hour. There are 
two 15,000 gallon liquid storage tanks with 
90,000 cubic feet of low pressure gas storage 
capacity and 45.000 cubic feet of high pres- 
sure storage. Plans now call for the prob- 
able addition of 50,000 additional cubic feet 
of high pressure storage tanks within the near 
future. This high pressure storage takes care 
of the high pressure system which is main- 
tained in the commercial and part of the resi- 
dential section of the community. The gas 
company also intends to gradually convert 
most of the El Centro system to high or in- 
termediate pressure. 

The new building is located on the site of 
the old manufactured gas plant and consists 
of a galvanized steel structure for the hous- 
ing of the carbureting and control equipment. 
Gas served is of 550 B.t.u. value, its gravity 
being 1.17 as compared to about .65 for nat- 
ural and .4 for manufactured gas. 

The gereral design of the E] Centro plant 
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is the same as in use in other communities by 
Natural Gas Corp. of California, with the 
exception of the control equipment. At this 
plant the mixing is controlled by volume 
rather than heat unit control. With this type, 
the equipment is set for a certain percentage 
of air intake and a set percentage of vapor 
intake, according to the heat content of the 
butane vapor which is practically uniform at 
3200 B.t.u. per cu. ft. in the liquid used by 
Natural Gas Corp. of California. Unlike the 
heat unit control, this unit is stationary until 
reset by hand, but as vapor supply is obtained 
by vaporizing liquid drawn from the liquid 
storage tank, no variation in B.t.u. of sendout 
is anticipated. 

At the present time there are more than 
1600 meters connected with the El Centro 
plant. The load reaches its peak during 
January and February and during this sea- 
son an average of one carload of butane is 
used every five days. In the summer many 
residents leave the Valley and there are only 
about 1200 meters in use at that time. The al- 
most complete automatic operation of this new 
plant will greatly reduce operating expenses 
and will assure consumers the best type of 
service during both peak and minimum load 
periods. 


Skelgas Co. Sponsors Letter 
Writing Contest in Middle West 

The Skelgas Co., Kansas City, Mo., is 
sponsoring a contest, wherein potential con- 
sumers throughout the middle west are asked 
to write a 300-word letter on “What Skel- 
gas Would Mean to Me.” ‘The contest will 


ENTER OUR SKELGAS CONTEST 


ry 300 PRIZES VALUED AT 
12,300.00 
“What Skelgas Would Mean To Me” 


for letters on 


T IS so easy to enter our Skelgas contest. There s 

nothing to buy. All you have to do is write a 
letter of 300 t “What Skelgas Would 
) Mean to Me”. Writing ability is not necessary. It 
{ is what you say that counts. Skelyas bas so many 
if i advantages that it is very easy to v rite about. 


65 NEW STOVES 
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re ~ 65 new stoves with a supply of Skelgas for each 
stove. See list of 


you to win a prize in this contest, 
because there are o many prizes to be won. 
You don’t need any help to enter this contest, 
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This “copy” announced the Skelgas contest. 


close April 16, and the person writing the 
most satisfactory answer to this question 
will receive a new gas range, water heater, 
and a complete Skelgas installation with 25 
cylinders of Skelgas. In addition to the first 
prize, 65 other complete installations and 
stoves will be awarded, as well as 235 minor 
prizes. The accompanying illustration shows 
the type of advertising being placed in news- 
papers throughout the middle west in the 
interest of the contest. 
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Bottled-Gas Program for 
Mexican Cities Launched 


ORMATION of the Gases y Combusti- 

bles, S. A., with headquarters in Mexico 
City, to carry through an extensive liquefied 
petroleum gas distribution program in Mex- 
ico, Was announced in March. The Mexican 
government holds an important interest in 
the enterprise. 


E. Valle Cambre, consulting engineer of 
Mexico City, is general manager of the cor- 
poration, with J. T. Parades representing the 
Control de Administracion del Nacional—the 
government interest. E. D. Taylor of Los 
Angeles represents the company in the United 
States. 

A carload shipment of ranges, water heat- 
ers, and bottled gas cylinders is being made 
to Mexico early in April from Los Angeles. 
Following test use of the appliances in Mex- 
ico City, it is planned to extend bottled gas 
service there, and eventually to construct a 
number of central plants at strategic points 
in Mexico City. Distributing points for both 
bottled gas and central plant service will 
also be located in several important centers 
of the country. West Coast towns to be 
reached by shipment of butane-propane from 
California include Guaymas, Acapulco, Man- 
zanillo, Mazatlan, and possibly Guadalajara. 


Initial service will probably be to govern- 
ment institutions, larger haciendas, with 
gradual extension to general use where this 
proves economically feasible. 

Contract for liquefied petroleum gas sup- 
ply has been let by Gases y Combustibles, 
S. A., to Petrolane, Ltd., Long _ Beach, 
Calif. C. E. McCartney, general manager 
for Petrolane, has been retained as consulting 
engineer by the Mexican company. He plans 
a trip to Mexico City in April. 

Mexico’s deforestation problem is one fac- 
tor behind this liquefied petroleum gas pro- 
gram. General use of charcoal for fuel pur- 
poses is endangering timber supplies and 
water sheds, and as a result the government 
is on the lookout for a charcoal substitute. 


Sale of Utilities Gas & Electric 
Co. Properties Reported 


R. C. Douglas of Chicago is reported to 
be purchasing either wholly or in part cer- 
tain of the butane central plant properties 
owned by Utilities Gas & Electric Co. of 
Chicago. The plant at Waupaca, Wis., oper- 
ated by The Central Wisconsin Gas Co., a 
subsidiary of Utilities Gas & Electric, and the 
Tennessee Gas Co., were reported involved 
in the transaction. Tennessee Gas Co. oper- 
ates central butane plants and systems in 11 
towns in the Southern states, including Mur- 
freesboro, Maryville, Columbia, Union City, 
Morristown, Shelbyville, all in Tennessee, 
and Hendersonville, N. C., Gaffney, S. C., 
and Gainesville, Georgia. 

It is reported that the southern plants will 
be operated under the name of the Tennes- 
see Gas Co. 


Plants to Be Used for 
Stand-By on Advent of Natural 


Central States Electric Co., Cedar Rapids, 
Iowa, will use its butane plants az 
Clarinda and Missouri Valley, Iowa, as 
standby service in the event that natural gas 
is turned into the mains. At the present 
time no definite arrangements have _ been 
made as to time of the change-over, but 
that these towns will eventually be on “natu- 
ral’ is assured. 
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SCAIFE 


I. Cc. C. CYLINDERS 


New York 


A majority of distributors of 
Liquefied Petroleum Gas now 
use the Scaife cylinder. 


SAFE 
ECONOMICAL 
GOOD LOOKING 


FOUNDED 1802 


wM.B. SCAIFE & SONS G, 


Oakmont, Pa. (Pittsburgh District) 


Pittsburgh 


Chicago 


May Supply Liquefied Gas 
in Ohio Communities 


According to recent press reports, the Para- 
mount Gas Utilities Co., Columbus, Ohio, 
plans to install 2,000 liquefied gas plants in 
rural sections of Ohio. <A small gas gen- 
erating plant will be installed on the cus- 
tomer’s premises, supplying also neighboring 
consumers. It is estimated that the total cost 
of the 2,000 plants would be somewhere 
around $425,000. 


Service for Tavares, Fla. 


Florida Gas Co., Eustis, Florida, plans to 
extend service to Tavares, Fla., from the 
butane plant at Eustis, which already serves 
Mount Dora and Umatilla. 


Eastern Shore Gas Co. 
Extending Service to Chincoteague 


Eastern Shore Gas Co., Pocomoke City, 
Md., has begun installation of a propane 
plant and distribution svstem in Chinco- 
teague, Va., with service expected to begin 
about the 15th of April. Later, the company 
expects to extend propane service to Prin- 
cess Anne, Md. 


Marshall, Minn., May Have 
Municipal Butane System 


Lewis S. Hoffman is circulating a petition 
for the establishment of a municipally owned 
butane as system in Marshall, Minn. The 
plant, according to Mr. Hoffman, would be 
used for stand-by service in the event that 
change-over to natural gas is made. 
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Connelly Iron Sponge & 
Governor Company 


Automatic Balance Lockwood Safety 
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poy = Gas Works Equip- 
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Write for Bulletins 


ELIZABETH NEW YORK 
CHICAGO 


.Bidgds. 


Welded Vessels 


WELDED BUTANE RECEIVERS 
ISGGS Welded Butane Receivers 


effect a real economy by elimi- 
nating the maintenance trouble and 
expense usually encountered under 
severe working conditions. The Biggs 
weld is ductile, uniform, and stronger 
than the plate itself. Data upon 
request. 


THE BIGGS BOILER 
WORKS CO., Akron, Ohio 
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Winter view of Natural Gas Corp. of Oregon’s butane plant at The Dalles. 


Butane Plant at The Dalles in Service 


HE most recent air butane gas plant to 
be completed on the Pacific Coast is that 
of the Natural Gas Corp. of Oregon at The 
Dalles, Ore., which was placed in operation 
recently. It is the sixth plant of its type to 
be completed in Oregon by the company. 
The plant at The Dalles is generally simi- 
lar in construction to those of the company 
at Klamath Falls, Bend, La Grande, Coquille 
and Cottage Grove, the first of which was 
placed in operation in January of 1931. Ap- 
proximately 500 consumers have signed for 
the new service. 
All. construction was carried on under the 
direction of Standard Management and Oper- 


(Write for descriptive circular 


KEROTEST MFG. CO. 


PITTSBURGH, PA. 
Se. 9 


KERO TEST = 
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ating Corp., with J. H. Lane in charge as 
resident engineer. 

A complete gas appliance display is main- 
tained by Natural Gas Corp. of Oregon at 
The Dalles, with active support by various 
dealers in the community. P. C. Rollins has 
been appointed representative of the com- 
pany and is in charge of all sales activities. 


Chattanooga Gas Co. Building 
Butane Plant at Fayetteville, Tenn. 


Chattanooga Gas Co., Chattanooga, Tenn., 
is completing a new plant for the distribu- 
tion of butane gas in Fayetteville, Tenn. The 
company has been supplying Fayetteville with 
natural gas for the past year, the gas being 
brought from a field about 12 miles east of 
the town. The pressure at the source has 
been gradually decreasing according to A. J. 
Goss, manager for the company, and it was 
thought advisable to install a butane plant 
with which to take care of the consumers 
in case the natural gas supply gives out. 

The plant is nearing completion, and is 
of sufficient capacity to take care of a com- 
munity of 5,000 population. 

Fayetteville Natural Gas Gas., a subsidiary, 
serves the gas. 


American Gas Construction Co. 
Taking Franchises in Minn. Area 


American Gas Construction Co., Minneap- 
olis, Minn., has secured gas franchises in 
Hutchinson, and Montevideo, Minn., and is 
reported to be applying also in Little Falls, 
Madison, Anoka, and Marshall. Accord- 
ing to news releases, the company plans to 
construct plants for the service of liquefied 
petroleum gas in these towns until the arrival 
of natural gas. The towns are all on a 
proposed route for a major carrier from the 
Montana fields. 


Marion, lowa, May Have 
Butane Plant; Survey Under Way 


Clark E. Jacoby of the Jacoby Engineer- 
ing Co., Kansas City, Mo., has begun a sur- 
vey of the town of Marion, Iowa, to ascer- 
tain the advisability of establishing a munici- 
pal butane plant in the town. A report is 
expected in about a month. 


Bill to Tax Gas Defeated 


A bill introduced recently in the Kentucky 
Legislature at Frankfort, to tax gas produc- 
tion was defeated on March 10 after a brief 
discussion. 
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Second Edition of “American 
Gas Practice" off Press 


MERICAN Gas Practice, Volume I, 969 

_pages, on the production of Manufac- 
tured Gas has been brought from the press 
in its second edition. The book is by Jerome 
J. Morgan, M.S., Ph.D., associate professor 
of chemical engineering at Columbia Univer- 
sity, with advice and suggestions by A. E. 
Forstall, consulting engineer of New York; 
J. A. Perry, assistant vice-president, United 
Gas Improvement Co., Philadelphia; F. C. 
Weber, assistant vice-president, The Brook- 
lyn Union Gas Co., Brooklyn, N. Y.; and 
W. S. Yard, vice-president, Pacific Gas and 
Electric Co., San Francisco, Calif. 7 

In this second edition a slight change has 
been made in the title, being called “Amer- 
ican Gas Practice’ rather than “Manufac- 
tured Gas”. The change does not influence 
the contents of the first volume, which like 
its predecessor deals with the production of 
manufactured gas. The effect of the title 
change will apply in the second volume in 
which it is proposed to treat the “Distribu- 
tion and Utilization of City Gas”, including 
also natural gas after it has been brought to 
the city gates. 

Material introduced in this second edition 
includes four new chapters dealing with the 
following subjects: Natural Gas, Reforming 
of Hydrocarbon Gases, Liquefied Petroleum 
Gases in Gas Production, and Gas Condition- 
ing. 

Further new sections have been added, or 
extensive additions made to existing sections, 
discussing: Chemical Composition of Coal, 
Testing of Coals for Gas Making Purposes, 
Factors Influencing the Yield and Quality of 
Coke, Sulfur in Coal Carbonization, Vertical 
Chamber Ovens, Heat Transfer in Carbon- 
ization, Dry Quenching of Coke, Power for 
Driving Gas Making Machinery, Alkalinity 
and Acidity of Boiler Waters, Thermal Re- 
lations in the Blue Gas Reactions, Mechan- 
ical Grates for Water Gas Generators, Char- 
acteristics of Carburetting Oils, Methods of 
Computing Oil Efficiency, Evaluation of Car- 
buretting Oils, Steam Decomposition in the 
Water Gas Generator, Carburetting with 
Heavy Fuel Oils, The New Jones Oil Gas 
Process, Dayton and Faber Oil Gas Proc- 
esses, Heat Transfer in Condensing, Design- 
ing Scrubbers from the Heat Transfer Stand- 
point, Evaluation of Oxide Purifying Mate- 
rials, Humidity Control in Oxide Purifica- 
tion, Peak Load Gas Equipment, and Future 
Problems as Indicated by the Engineering 
and Economic Survey of the Gas Industry. 


New Orleans Public Service Inc. 
Opens Home Service Dept. 


New Orleans Public Service Inc., New 
Orleans, La., has announced the opening of 
a new Home Service Department with Mrs. 
Eva Pender as director. Activities of the 
department began on March 15 with a course 
in cooking demonstrations which will con- 
tinue meeting on each Tuesday afternoon 
from 2 to 4 p. m. 

For several years Mrs. Pender was exten- 
sion agent for Louisiana State University, 
later becoming director of educational ad- 
vertising for the Southern California-Arizona 
Association of Ice Industries. She also served 
as acting director of the Home Service De- 
partment of the Southern California Edison 
Co., Los Angeles, Calif. 


Service for Mendota, Ill. Soon 


Gas from the main line of the Natural Gas 
Pipeline Co. of America will soon serve 
Mendota, III. Illinois Northern Utilities Co. 
is reported planning the construction of a 
10-mile, 3-inch lateral to serve the town. 
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Interesting Sessions Planned for A. G. A. 
Distribution Conference April 6-8 


HE Conference of the Distribution Com- 

mittee, Technical Section, American Gas 
Association, scheduled for April 6-8 at Bir- 
mingham, Ala., promises to be an _ out- 
standing success with papers and addresses 
stimulating a great deal of interest, as shown 
in the following program for general ses- 
sions: 


Wednesday, April 6 
9:40 A. M. Tutwiler Hotel 


Opening Remarks: F. A. Lydecker, Chair- 
man, Distribution Committee. 


Welcome to Birmingham. 


Report: Cast Iron Pipe Standards Commit- 
tee—C. C. Simpson, Jr., chairman, Con- 
solidated Gas Co., of New York, New 
York, N. Y. 


Symposium 


Giving Good Distribution Service to Cus- 
tomers—H. B. Andersen, Philadelphia 
Gas Works Co., Philadelphia, Pa. 


Receiving and Dispatching Customers’ 
Service Calls—H. L. Gaidry, New Or- 
leans Public Service Inc., New Orleans, 
La. 


Servicing Automatic Appliances—T. J. 
Perry, The Brooklyn Union Gas Co., 
Brooklyn, N. Y. 


Domestic Appliance Maintenance Service— 
C. R. Miller, Portland Gas & Coke Co., 
Portland, Ore. 


Open Forum 
2:00 P.M. 


Report: Pipe Joints Committee—H. W. 
Battin, chairman, The United Gas Im- 
provement Co., Philadelphia, Pa. 


Paper: Pipe Joint Research at A.G.A. 
Laboratory—K. R. Knapp, A. G. A. Test- 
ing Laboratory, Cleveland, Ohio. 


Symposium 


Welding Procedure For and Physical 
Characteristics Of Arc Welded Pipe 
Joints—O. A. Tilton, General Electric 
Co., Schnectady, N. Y. 


New Developments, Joint Characteristics 
and Procedure Specifications for Oxy- 
Acetylene Welding of Steel Pipe—T. W. 
Greene, The Linde Air Products Co., 
New York, N. Y. 


Pipe Line Welding—R. S. Fuller, Pacific 
Gas and Electric Co., San Francisco, 
Calif. 


Copper Pipe for Gas Distribution—Arthur 
F. Bridge and Frederic A. Hough, 
Southern Counties Co., Los Angeles, 
Calif. 


Open Forum 


Thursday, April 7 
9:30 A.M. 
Inspection Trip. 
8:00 P. M. Tutwiler Hotel 


Report: Subcommittee on Conversion from 
Manufactured to Natural Gas—Geo. 
Wehrle, chairman, Public Service Com- 
pany of Colorado, Denver, Colo. 


Paper: Changeover from Manufactured to 
Mixed Gases in Chicago—W. J. Buckley, 
The Peoples Gas Light and Coke Co., 
Chicago, III. 

Paper: Distribution Design as Related to 
Customers’ Supply—Walter M. Russell, 
ae Gas Light Co., Washington, 


Friday, April 8 
9:30 A. M. 


Report: Subcommittee on Meters—J. E. 
Overbeck, chairman, Columbia Engineer- 
ing and Management Corp., Columbus, 
Ohio. 

Paper: Economics of Removing Locked 
Meters from Consumers’ Premises—T. N. 
Spencer, Philadelphia Gas Works Co., 
Philadelphia, Pa. 


Paper: A Study of the Economics of 
Househeating Load—Raymond A. Ran- 
som, Henry L. Doherty & Co., New York, 
|. i 2 


Open Forum 
2:00 P.M. 


Report: Subcommittee on Lost and Un- 
accounted For Gas—J. M. Pickford, 
chairman, Midland United Co., Chicago, 
Ill. 


Report: Subcommittee on Pipe Coatings 
and Corrosion Research—J. K. Crowell, 
chairman, S. R. Dresser Manufacturing 
Co., Bradford, Pa. 


Presentation: Accomplishments in Deter- 
mining Soil Corrosiveness—Dr. Scott 
Ewing, Research Associate, U. S. Bureau 
of Standards, Washington, D. C. 


Paper: Determining the Performance of a 
Coating Without Disturbing a Gas Line 
—R. J. Kuhn, New Orleans Public Serv- 
ice Inc., New Orleans, La. 


Open Forum 


Aside from the daily routine of confer- 
ence presentations and lengthy discussions, 
there will be an interesting inspection. trip 
to the pipe foundries in Birmingham. A very 
complete tour has been arranged, beginning 
at the Tutwiler Hotel in the early morning, 
consuming the entire day. A noon-day bar- 
becue will be prepared for the delegates at- 
tending this trip and entertainment will be 
provided by local colored talent. 


Decision Re. City Gate Rates 
to Affiliated Distributing Companies 


As an outgrowth of a rate case in the 
Kansas courts between the Western Distrib- 
uting Co., a Cities Service subsidiary, and 
the Public Service Commission of Kansas, a 
decision was handed down the first week in 
March by the U. S. Supreme Court which 
will bring the operations of interstate pipe 


line companies selling to affliated distribution 
companies under the jurisdiction of state pub- 
lic service commissions so far as those opera- 
tions concern rates charged at the city gate 
for gas and electric service. 

The court held that in an instance of inter- 
locking directorates or other evidence of cor- 
porate relationship between a pipe line and 
a distributing company, the latter must offer 
satisfactory proof of all costs before obtain- 
ing a rate increase. 
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LEE B. METTLER CO. 


406 S. Main St. Los Angeles, Cal. 
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Complete Line of Regulators for 


Natural, Manufactured, Butane and Propane Gas 
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Pacific Coast Representative, 


G. ARROWSMITH COMPANY, 


Street San Francisco, Calif. 
Phone Garfield 8419 


GROBLE GAS REGULATOR COMPANY 
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Distress Oil 


(Continued from Page 24) 


in the fuel oil market in a given locality. 
This naturally brings to mind this question: 
What are the best methods of meeting this 
competition ? 

Let us stipulate that general price reduc- 
tion by the major oil companies can only 
be met by corresponding reduction in the 
price of gas, preserving a due differential 
to account for the added operating econ- 
omies, flexibility and cleanliness of gas. 
These are real assets in a plant and most 
consumers are willing to pay an appreciable 
premium for them. However, we must rec- 
ognize that a general deflation of prices is 
in progress and logically, the selling price 
of gas must follow that of other commodi- 
ties. 

The Class 2 oil is perhaps the most dan- 
gerous competitor for the boiler load, partic- 
ularly in the smaller plants. The price dif- 
ferential is quite marked and the compara- 
tive stability and responsibility of the com- 
panies marketing fuel in this bracket re- 
moves most of the disadvantages attendant 
upon purchase of the Class 3 or distress oil. 
More than half of the loss in revenue 
ascribed to oil in the investigation mentioned 
may be traced to oil of this price range. 
However the measures which have _ been 
found to be most effective for this oil are 
also those which are most effective againsi 
the Class 3 or distress oil and the question 
of meeting the competition of these two 
classes will be discussed under one head. 

The meeting of true distress oil on a purely 
competitive basis is out of the question. For- 
tunately, the sporadic and temporary nature 
of this competition is such as to make its 
conquest an easier problem. The control of 
production and restriction of drilling make 
it seem less likely that the conditions that 
prevailed at Venice will be repeated. It does 
not seem likely that oil will be sold at prices 
of 25c to 50c per barrel for any great period 
of time in the future. Such ruimous prices 
will be met only in certain special conditions. 

One of the most effective methods of meet- 
ing this condition has been found to be in- 
clusion of two features in industrial con- 
tracts: 

First: A contract for a period of one year 
or more. 

Second: A clause whereby the customer 
agrees to use gas exclusively for his fuel 
requirements. 

One of the strongest points against the 
use of distress oil is the usual inability of 
the producer to assure future deliveries. 
Good business practice requires budgetary 
control which can not be assured if distress 
oil is used as fuel. The one year feature 
has presented little or no difhculty and has 
been found effective in settling the consumer’s 
mind as to his plans for fuel at his plant 
for a definite period of time. 

Oil of any analysis, even of the best, has 
a more harmful effect on refractory materials 
than natural gas. High sulphur oil has a 
corrosive action on steel when conditions are 
such as to permit the formation or condensa- 
tion of water vapor, as during operation at 
low loads or intermittent use of the plant 
The additional investment required in stor- 
age and burner equipment, the expense in 
labor and power for the burning of oil, de- 
preciation and maintenance, form powerful 
sales arguments. 

The burning of oil—any oil, and more 
particularly oil of low gravity—is consider- 
able of a problem. Effort, time and expense 
are required to place this oil in condition to 
burn. The natural tendency of a human 
being is to do things in the easiest way. This 
tendency should be cultivated to the fullest 
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HEN a particular make of pipe is entrusted 


so generally with the steady transmission 
of valuable gas across deep rivers, treacherous 
swamps, troublesome bayous and over rugged 
mountains, you can be sure that pipe line engineers have an 


extra measure of confidence in its ability to make good. 


NATIONAL Pipe has won this greater confidence—through 
the years—by constantly and consistently proving its particular 
fitness for every kind of difficult pipe-laying condition. Both 
over land and under water... its great strength, uniformity and 


ductility have succeeded in meeting every requirement. 


If you want pipe that is easy to join, economical to lay, and 


extra worthy for difficult installations ... specify NATIONAL— 


America’s Standard Wrought Pipe 


NATIONAL TUBE COMPANY . Pittsburgh, Pa. 
Subsidiary of United States Steel Corporation 


NATIONAL PIPE 
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NON CORROSIVE 


vA 14S NON CORBONIZING 


To your individual designs 


Ask for Booklet 31 


AMERICAN LAVA 
CORPORATION 


1431 Williams Street 
CHATTANOOGA, TENN. 


Manufacturers of Heat Resistant Insulators 


In thirty-three years 
of intensive en- 


gineering develop- 
ment The Hoffman 
Automatic Gas 
Water Heater has 
reached the utmost 
peak of economical 
consumer satisfac- 


tion. 
Write for Profitable Detailed 


Information. 


The Hoffman Heater Co. 


1701 Dixie Highway 
Louisville, Kentucky 


MUELLER 


GAS ERA 


BOILERS 


fill the most exacting demands for thoroughly 
dependable and economical gas-fired steam 
and hot water heating equipment. 


For details, write: 


L. J. MUELLER FURNACE CO., 
334 S. 2nd St., Milwaukee, Wis. 


Makers of a complete line of gas-fired boilers 
and pressed steel and cast furnaces 


WESTERN GAS 


extent by pointing out the comfort, ease and 
convenience of a gas-fired installation. 

More and more the sale of gas for indus- 
trial purposes requires adequate technical 
knowledge on the part of the salesman, 
together with a disposition to be helpful. The 
industrial customer must be shown that the 
utility is interested in the solution of his 
fuel problems. 


The real answer to distress oil, as with 
most other forms of competition, is sales- 
manship and confidence in natural gas. 


New Stock Set-Up for 
Minneapolis Gas Light Co. 


Issuance of participation units by the Min- 
neapolis Gas Light Co., Minneapolis, Minn., 
to be exchanged for preferred stock of the 
American Commonwealths Power Corp., has 
been approved by the Minnesota Securities 
Commission. Stockholders who _ purchased 
shares in the Commonwealths Power Corp., 
through the Minneapolis company will be 
eligible for the participation units, 25,000 of 
which will be issued. The plan provides for 
establishment of a retirement fund so that 
the units may be taken up at par value of 
$100 before 1950. Court actions against the 
company on the ground that its securities 
were misrepresented have been dropped. 

Minneapolis Gas Light Co. is a subsidiary 
of the American Gas and Power Co., the 
control of which was purchased by A. E. 
Fitkin in January of this year from the 
receivers of the American Commonwealths 
Power Corp. There is no reorganization of 
either the American Gas and Power or of 
the Minneapolis company contemplated, ac- 
cording to F. W. Seymour, president of the 
former company, as both companies are in 
good financial condition and their operations 
are being carried on as they were under 
the previous ownership. 


Bastian-Blessing Offers 
New Treatise on Welding 


The Bastian-Blessing Co., 240-258 East 
Ontario Street, Chicago, announces publica- 
tion of a new booklet, the title of which is 
“Proof Plenty,” featuring the advantages of 
welded pipe. Case histories are given to 
show how certain organizations have over- 
come specific problems; these are condensed 
and illustrated so as to be of value to the 
welding shop designer, foreman or welder. 


Copies of the booklet are available by 
addressing the Bastian-Blessing Co. 


James M. Kobabe to Represent 
Mettler in Chicago Area 


The James M. Kobabe Co., combustion en- 
gineering firm, has established an office in 
the Peoples Gas Building, Chicago, IIl., to 
represent the Lee B. Mettler Co., manufac- 
turer of Mettler entrained combustion gas 
burners, headquartered at Los Angeles, Calif. 
A complete stock of Mettler devices will be 
available. 

The Kobabe company has represented the 
Lee B. Mettler Co. in midwestern territory 
from the Kansas City office for about four 
years. 


J. W. Coons Named Manager of 
P. G. and E.'s Humboldt Division 


J. W. Coons has been named manager of 
the Pacific Gas and Electric Co.’s Humboldt 
Division, with headquarters at Eureka, Calif. 
He succeeds R. G. MacDonald, resigned. Mr. 
Coons was for several years manager of the 
Yolo district for the company. 
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has earned the enthusiastic support 


of he GAS INDUSTRY 


because of its splendid performance” 


Thus writes Mr. H. R. STERRETT, 
Vice President and General Manaéger 
of the New Haven Gas Light Company 
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TWO THINGS make 
Electrolux of vital im- 
portance to every gas 
company: 
(1) Electrolux gives you 
an automatic refrigerator to 
merchandise which, in 5 years’ prac- 
tical test in more than 250,000 homes 
and apartments throughout the coun- 
try, has proved itself second to none 
in performance. Unlike every other 
automatic refrigerator on the market 
today, Electrolux produces constant 
cold without machinery; with no inter- 
mittent stopping and starting of the 
chilling process. 
(2) Every Electrolux you in- 
stall adds 1500 cu. ft. to the 
monthly load. It takes the 


ELECTROLUX 


CS. REFRIGERATOR 


THE 


small convenience user out of the non- 
profit class, and is often the means of 
saving the whole cooking load. 

But that’s not all. Because Electro- 
lux is so outstandingly modern, it pub- 
licizes the up-to-dateness of gas as a 
fuel. This builds new prestige for your 
company, and gives a strong impetus 
tothesaleof other gas-using appliances. 

To assist you in merchandising and 
selling Electrolux in your territory, 
we've prepared just the material 
you'll need to initiate, follow up and 
close profitable Electrolux sales. 
Plan now to boost your MCF’s 
with Electrolux. Write for 

information and details to 
Electrolux Refrigerator Sales, 
Inc., Evansville, Ind. 


READERS of WESTERN GAS 
MAKE USE OF OUR OFFICES as head- 


quarters during your visit to the 
Olympic Games. | 


YOUR MAIL may be forwarded in our 


care. 


USE OUR FREE stenographic and tele- 
phone service. 


HOTEL RESERVATIONS and sight see- | 
ing trips planned for you. 


| MEET YOUR friends here. 


124 West 4th Street 
Los Angeles 


Stop at San Francisco on your trip to 
or from the Olympic Games. The same 
facilities are offered you at the San 
Francisco office of WESTERN GAS— 

447 Sutter Street—San Francisco 


WE'LL BE GLAD TO SEE YOU. 


COMPLETE... 


WATER TREATMENT 
SERVICE .. 


Increasing pressures and increasing rates of 


evaporation demand scientific chemical exact- 
ness in meeting the boiler problems arising in 
steam production. It is a task for specialized 


chemists and engineers. 

The Dearborn Chemical Company has long 
recognized the importance of individual chemi- 
cal treatment and constant laboratory control 
to meet the requirements of water and oper- 
ating conditions. Only by strict adherence to 
this standard has 


the complete Water Treatment service. Inquiries 


Dearborn service remained 


invited. 


DEARBORN CHEMICAL COMPANY 


LOS ANGELES: 
807 Mateo Street Phone TRinity 3385 


SAN FRANCISCO: 


421 Bryant Street Phone Sutter 8683 


Dearborn 


TRADE MARK REGISTERED 


NEMEC 


BURNERS 


FOR ALL REQUIREMENTS 


NEMEC (on ENGINEERS 


WHITTIER — CALIFORNIA. 


GENERAL CERAMICS 


COMPANY 


71 West 35 Street, New York, N. Y. 


REFRACTORIES 
FOR GAS APPLIANCES 


Genceraco Refractories are made in all 
shapes and sizes, in color, decorated or 
plain and in any quantity. They may be 
had in dense as well as porous material. 


} 


Extremely resistant to thermal shock and 
are physically strong. We will gladly 
send you a quotation on your require- 
ments. 


WESTERN GAS 


Vance to Head Wholesale Sales 
Dept. for Payne Furnace & Supply Co. 


LYLE VANCE 
j. has been named 

manager of the 
wholesale sales depart- 
ment for the Payne 
Furnace & Supply Co., 
Beverly Hills, Calif. 
Mr. Vance was with 
Southern Counties Gas 
Co. at Los Angeles in 
domestic and industri- 
al gas and appliance 
sales departments. Fol- 
lowing two years as a 
gas furnace salesman 
he served as sales and 
advertising manager for the Payne company; 
and three years ago he was placed in charge 
of the Natural Gas Bureau Industrial Equip- 
ment exhibit in Los Angeles, a cooperative 
sales activity of the Southern California Gas 
Co., Southern Counties Gas Co. and the Los 
Angeles Gas and Electric Corp. 


J. L. Vance 


United Gas Public Service 


Co. Announces Personnel Changes 


Several changes in the district office per- 
sonnel have been announced by the United 
Gas Public Service Co., Houston, Texas. 

W. C. Merritt, formerly manager for the 
company in the Marshall, Texas, office, will 
take over the managership at Beaumont, re- 
placing W. B. Currey, who leaves to take an 
executive position in another city. 

W. R. Briggs, formerly at Beaumont, has 
been appointed district manager at Kenedy. 
Under a recent reorganization plan, the Ken- 
edy ofhce will be headquarters for United 
Gas Public Service Co. in Falls City, Flores- 
ville, Karnes City, Nordheim, Pleasanton, 
Poth, Runge and Yorktown, as well as 
Kenedy. 

E. L. Colvin, manager at Crockett, Texas, 
has been transferred to Nacagdoches as man- 
ager there. Clem Peded has been placed 
in charge of the Crockett ofhce. 

The ofhce of the company at Marshall, 
Texas, has been redecorated and rearranged, 
according to W. H. Langston, district man- 
ager. 


Headquarters of Central Illinois 
Public Service Co. Moved to Quincy 


The stockholders of Central Illinois Public 
Service Co., are reported have approved 
plans to designate Quincy, IIl., as company 
headquarters instead of Springfield, Quincy 
having put that provision in the 40-year 
franchise granted to C.I.P.S. Co., to serve 
natural gas there. Operating offices will re- 
main in Springfield when Quincy officially 
becomes headquarters. There will be no 
personnel changes. 


Barber Burner Co. of Calif. 


Formed in San Francisco 


The Barber Burner Co. of California has 
recently been formed by Noble H. King and 
Marshall McGrath of San Francisco to rep- 
resent the Barber Burner Co. of Cleveland, 
Ohio, throughout the entire California terri- 
tory. Offices will be maintained in San Fran- 
cisco and Los Angeles. 


Grants Rights to Stockholders 


Kentucky Gas Transmission Corp., Cat- 
lettsburg, Ky., late in February granted rights 
to stockholders to subscribe for additional 
stock of the corporation. 
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PAYNE | 


FLOOR FURNACES 


KEY 


WARM AIR 
* i 


COLD AIR 


| COLD AIR 
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3 DOOR TO FLAME “i ——_ lee ——— a 
for Summer's #7!" Le 22 aN 
WALLED 


HEAT! % 


THE PAYNE FLOOR Furn- = CASING | i 2 

ace uses gas—the cleanest, Pet |} yy ae A = ASBESTOS 
most dependable and most ef- 
ficient of all fuels. Gives ideal 


3 
3 


AT 


DOUBLE 


summer heat indoors. En- | — Si if ee : Sn Sm 
dorsed by thousands of users ¥ : \| oo oP fae >: 4 Pe 2 VENT 
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NO MORE COLD 


FLOORS @ @ No 


Sweating of Windows —_ gas controL 
THE PAYNE Floor Furnace RODS 


circulates fresh pure warm 
air in every nook and corner, 
keeps floozs warm! Free from 
smoke, fumes and vapors! 


DOWN DRAFT 


DIVERTER 
(OPEN AT BOTTOM) 


BURNER 


WARM AIR HEATING _ wuaver 
Without a BASEMENT 


BLUE FLAME 
PILOT 


American Gas Association—and by thousands of happy 


PAYNE FLOOR FURNACES have been tested and ith leech iene 

proved in the crucible of time. Durably constructed. Easy 

to install and operate. Completely welded heating ele- Every PAYNE FLOOR FURNACE installation is a 
ment. Heating efficiency, burner operation, safety, con- friend-maker and a sure “repeater”. No forced selling to 
struction and performance have been approved by the put this item over. A sales success for sixteen years. 


Write Today for Details of Dealer Franchise! 


PAYNE FURNACE every Hits 
& SUPPLY CO. California 


THERE IS A PAYNE HEAT SYSTEM FOR EVERY BUILDING AND CLIMATE! 
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A Big Lever to Lift Your 
Sales Curve 


The Johnson Range Burner has been an amazing success. Everywhere, sales- 
men are finding a wide open market for this new gas appliance. Backed by 
one of the strongest ee = 

names in the gas ap- 
pliance industry, the 
Johnson Range Burn- 
er can be sold with 
complete confidence. 
If you are one of the 
few who haven't 
caught the enthusi- 
asm of this new sales 
hit—write today for 
complete _ informa- 


tion. —— 2 ' - 


Pacific Coast Representative 
Cc. B. BABCOCK CO. 


135 Bluxome St. 
San Francisco, Calif. 


The Goodman Stopper 


The Reliable Shut-off for Street Mains 


Equipped with Improved Patented Locking 
Sleeve, which locks both handles to the pipe. 
Stopper cannot slip. Gas cannot pass. 


oO 


O/osen since 
7 
7 


Safety Gas Main Stopper Co. 
523 Atlantic Avenue, Brooklyn, N. Y. 


Pac. Coast Rep.: C. B. Babcock Co. 
135 Bluxome Street 
San Francisco, California 
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Reynolds Products— 


Products for all kinds of Pressure Reduction—for either 
artifiicial or natural gas. 


GOVERNORS—Intermediate Pressure, Triple Outlet, 
Holder, Toggle Type Street. 


REGULATORS—High Pressure Service, Low Pressure 
Service, High Pressure Line, Single and Double District 
Station. 


9 S VALVE—Automatic, Quick-Closing Anti-Vacuum, Relief, 
. Cut-off. 


Reynolds Gas Regulator Co. 
Anderson, Indiana 


422 Dwight Building—Kansas City, Missouri 
Second Unit Santa Fe Building—Dallas, Texas 


WESTERN GAS 


New Culver City Office 
for Southern Counties Gas Co. 


Formal opening of the Southern Counties 
Gas Co.’s recently completed $11,000 Culver 
City office building, located at 3812 Bagley 
Avenue, was held on Saturday, March 12. 
Approximately 500 visitors and friends of 


the company attended the opening and were 
shown through the new structure. 

The new building, designed by the com- 
pany’s construction department, is a modern 
office building, and lighting, ventilation, color 
scheme, floor and office layout have been 
scientifically handled. 

A feature of the new office is the appli- 
ance display floor in the forecourt of the 
building, shown above. 


Dearborn Concentration Hydrometer 
Is New Product on Market 


Dearborn Chemical Co., Chicago, IIl., an- 
nounces the production of a new device, 
the Dearborn Concentration Hydrometer, de- 
signed for testing boiler water samples for 
concentration and to reduce the heat lost due 
to excessive blow-down to a minimum. The 
boiler water sample may be taken from the 
water column or from the blow-off connec- 
tion and should be drawn off through a con- 
denser coil to prevent flashing. The new 
device has a concentration range from 0 
to 1,100 grains per U. S. gallon. 


J. A. Davis Takes Post Left 
By Resignation of G. F. Cotton 


J. A. Davis, for several years superintend- 
ent for Empire Southern Gas Co., at Big 
Spring, Texas, has been appointed district 
manager for Empire Southern Service Co., 
and Empire Southern Gas Co. in the Big 
Spring and Brady district. He succeeds 
Gil F. Cotton, manager for the properties 
for more than three years. The company 
serves Big Spring, Brady, Trickham, Rock- 
wood, Lohn, Forson, Whon and Fife from 
its Big Spring district office. 


Santa Maria Gas Co. to 
Construct 21-Mile Gas Line 


Santa Maria Gas Co., Santa Maria, Calif., 
plans construction of 21 miles of 8-inch line 
from the north bank of the Santa Maria 
river to Oilport, above Pismo Beach. At 
that point the line will connect with the 
existing line into San Luis Obispo. Approxi- 
mately $225,000 will be spent on the de- 
velopment. 


Joseph Ainsworth Transferred to 
Cedar Rapids for la. Ry. & Light 


Joseph Ainsworth has been transferred to 
the Cedar Rapids office of the Iowa Railway 
and Light Corp., where he will head the gas 
development work of the company. He will 
work particularly on larger industrial ap- 
plications of gas to restaurants, hotels, and 
househeating installations, according to John 
M. Drabelle, engineer for the company. 
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When Macy's, New York’s famous department 
store, erected their new addition they found it desir- 
able to relocate their restaurants and cafeterias. 


For these modern cooking departments Macy's 
again selected Vulcan gas equipment... new All- 
Hot-Top Ranges, Radiant Surface Broilers, Insu- 
lated Bake Ovens and Heat Controlled Deep Fat 


Fryers. 


Macy’s are careful buyers . . . they buy on per- 
formance as well as on price. In cooking equip- 
ment they take these factors into consideration .. . 
possibilities for efficient arrangement (all Vulcan 
equipment hooks together), ability to produce de- 
sired cooking results, speed and ease of operation, 


Vulcan Gas Equipment Sells Easily 


their Cooking Dollars with Valcan 


easy cleaning, cost of operation and maintenance, 
quality of material and workmanship, reputation of 
manufacturer and previous experience. 


In the new Vulcan Heavy Duty Line, Macy’s 
found all requirements were met. They could con- 
trol their cooking dollars . . . getting superior re- 
sults at low cost. 


You can convince any restaurant or hotel man- 
agement that big savings can be made by replacing 
old or obsolete equipment with the Vulcan line of 
gas cooking equipment. Complete data for doing a 
profitable replacement selling campaign in your 
locality is available on request. Write now and 
take advantage of today’s most active market. 


. « Gives Better User Satisfaction. 


STANDARD GAS EQUIPMENT CORPORATION, 20 EAST 4ist STREET, NEW YORK CITY 
NEW YORK . BALTIMORE . CHICAGO . BOSTON . BIRMINGHAM . Pacific Coast Distributor: Northwest Gas & Elec. Equipment Co., Portland, Ore. 


All-Hot-Top Ranges, 
Broilers and Fryers 
in 6th Floor Kitchen 


Vulcan Insulated 
Heat Controlled Bake 
Ovens in Bake Shop 


All-Hot-Top Ranges 
and Fryer in 8th 
Floor Kitchen 


Macy installation by 
ARKAY COMPANY 
NEW YORK 


VULCAN EQUIPMENT 
MAKES GAS THE MODERN 
EFFICIENCY FUEL ...CLEAN, 
FAST AND ECONOMICAL 
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““CECO 


GAS BURNER 


for HOME, BUSINESS BLDG., POWER PLANT, 


REFINERY and 
INDUSTRIAL 
PROCESSES 


Gas companies who recommend 
CECO Gas Burners to their pa- 
trons are sure of customer satis- 
faction . . . for the purchaser of 
a Ceco has as his guarantee of 


WESTERN GAS 


New Rates Proposed by 
St. Louis County Gas Co. 


T. LOUIS COUNTY GAS CO., Webster 

Groves, Mo., has filed with the Missouri 
Public Service Commission a proposed reduc- 
tion in rates for service of a mixture of nat- 
ural and manufactured gas. 

The new rates provide reductions of 18.4 
per cent for domestic gas service; 36.1 per 
cent for house heating, and 31.7 per cent for 
industrial use. The proposed introduction of 
a charge of 53 cents a month for the first 
200 cubic feet of gas according to L. H. 
Egan, president of the company, would re- 
sult in a small increase for consumers who 
use only a small amount monthly. 

The company has a total of about 40,000 
customers, and plans to obtain its supply of 
natural gas from the Mississippi Industrial 
Gas Co., which has contracted to purchase 
gas from the Missisisippi River Fuel Corp., 
operating a 22-inch pipe line from _ the 
Monroe and Richland fields of Louisiana. 


The following table shows the proposed 


satisfactory performance the skilled 
schedule of rates for St. Louis County: 


service of combustion experts. 
_ ° . First 200 cu. ft. or less......................8 .53 
Whether it's for heating or indus- First 10,000 cu. ft. per Muc.f. 2.2... 1.05 
trial use, you'll find a Ceco Next I la 95 
" . I: Oe 85 
Burner especially designed to Witt SURI a, FR, oo ccccssoncccessocsconsseocoes 80 
I’, I a vee 


give the most economical, the 
most dependable operation. Illus- 
trated Bulletins will be sent 


oe eS 
The existing schedule for the service of 


% 
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oy rompitly on request. First {0,000 cu. ft. per Miuc.f...............$1.05 
>) P py q Next 15,000 cu. ft. i i iat 1.00 
Next 25 000 cu. ft. .. seaah bed ID 
Next 25.000 cu. ft... oe siasiacen: | (a 
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The average monthly consumption of do- 
mestic users is 2,950 cubic feet of 570-Bt.u. 
gas, which is the equivalent of 2,100 cubic 
feet of mixed gas. Annual bills for the house 
heating customers under the present rates 
average $389.50, and under the ‘proposed 
rates they would average $249.00, according 
to President Egan. 


COMBUSTION EQUIPMENT COMPANY 


GENERAL OFFICE: KANSAS CITY, MO. 
MEMPHIS LITTLE ROCK 


BITGOOD 


Multiple Jet Gas Burners 


Industrial Furnaces 


SAN JOAQUIN BURNERS 


Prat Daniel Thermix Stacks and Air Heaters 
Bigelow-Liptak Suspended Arches and Walls 


North American Burners and Blowers 


F. S. BITGOOD, Inc. 


Furnace and Combustion Engineers 
Portland 


WICHITA HOUSTON 


Home Service Activities on 
Montana Power's Gas System 


The home economics department of Mon- 
tana Power Co.’s Gas Division, under Anna 
L. Ludden, is carrying on a program of gas 
appliance education in the high schools of 
its territory, covering ranges, water heating 
and house heating. Each subject scheduled 
for discussion is covered in hour periods, 
on three separate days. On the first day, 
gas appliances are explained, on the second 
a cocking demonstration with a gas range 
is given. On the third day, a kitchen plan- 
ning contest is begun, asking each student 
to draw plans of a modern kitchen. This 
last feature has engendered much interest 
and enthusiasm, according to Miss Ludden. 
The plans are being judged by prominent 
women in each town, and prizes awarded 
to the winners. 

On completion of a line from Cut Bank 
to Butte and from Elk Basin to Livingston 
and Bozeman within the past few months, 
the company changed over from manufac- 
tured to natural gas in its entire system. 


San Francisco 


AeB Vit | 


Los Angeles 


Gentlemen: 
Kindly send me a sample 
can and full details regarding 


Wellsvil'e, Mo., Now Served 


The New Porcelain Enamel Cleaner 
By Missouri Power & Light Co. 


Te Ee Pak Sige bw OA AOR EE Boe 8. O68 Care een 0.0's #0 8 KE 
Wellsville, Mo., is now supplied with 

AE ree ae er oe eee eee ris re ret ered Sere ee ok Se ee | nateral @as from the. main-line-of the Pan- 
iain handle Eastern Pipe Line Co., through the 
a a a ae a id ad eg ie BR ke wee oe eek Sew eo eek a aes pation ‘ite af tae Cees Comes 


and Light Co., headquartered at Kansas City. 
Work on the system was started on January 
18 under the supervision of H. D. Meuffels 
gas engineer and J. H. McClammer, super- 
intendent of construction. 


No obligation, of course 
Clip and Mail with 10c to cover postage and packing to 


A-B STOVE CO., Battle Creek, Mich. 
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| First Call 
] For Fall 


Load building is always the result of 
long range planning The year's sales 
drives follow each other with startling 
rapidity. Water heaters,—ranges, then 
heating is here again. 


Ht te: 
S354 


Whether you plan a summer campaign 
with attractive terms to keep the sales 
force busy,—or whether you are saving 
your punch until Fall—when the weather 
adds its own sales arguments—this year's 
plan should include the Humphrey Am- 
bassador. 


The new Ambassador, a circulating 


heater that actually circulates heat Humphrey success in the gas industry 
has been built on long range planning. 


through the medium - the small 1450 From the gas arc lamp through the Ra- 
R. P. M. fan concealed in the unit. With diantfire and unit heater, down to the 


a 20,000 B. t. u. input rating, the Ambas- Ambassador, every new Humphrey 
coder le OO%, didnt wien ventedi. Wt product has accurately forecast a trend 

pe and supplied the merchandise to meet it. 
both an attractive piece of furniture and : 


an efficient and economical central heat- 


ing plant. 


h. 


The essential features of the Ambassador are: 
I—Heavy gauge shielded steel cabinet. 2— 
Thermostat. 3—Room air intake grill. 4—Pilot 
port. 5—Warm air outlet, fan-forced circulation. 


General Gas Light Company 


Kalamazoo, Michigan 


C. B. Babcock, Pacific Coast Mgr., 135 Bluxome St., San Francisco 
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M c W ane-Pacific 
CAST IRON pipe not 
only resists rust, it 
BENDS before it 
breaks. — Another 
reason why it is 
PERMANENT pipe. 
As small as 114, 2, 
and 3 inches, it is 
ideal for high-pres- 
sure gas. 


Larger Sizes, 
too 


McWane Pipe comes 
as large as 12- 


inches, in 16 foot 
lengths. Get data. 


—and ''A Joint for every pressure" 


For smart living...this exclusive 

spartment hotel in the heart of the 

famous Wilshire District, over- 

lnoking beautiful Westlake and 
Lafayette Parks. 


Rates on Application 


L. C. Reed, Manager 


Aréa 
2619 WILSHIRE BLVD. 


LOS ANGELES 


WESTERN GAS 


Robertshaw Model “F” AutomatiCook is shown on the left as installed on the manifold 
panel of a range. At right, close-up of the new control. 


Model “F” Robertshaw Oven Control 


OBERTSHAW THERMOSTAT CO., 

Youngwood, Pa., announces its new 
Model “F” Robertshaw AutomatiCook. The 
new control is similar in style to a radio dial, 
and was designed especially for the table- 
top and console type ranges, installed on the 
manifold panel, close to the cock handles. 


Robertshaw Model “F” is compensated to 
reduce overshoot and the valve seat is self 
cleaning and non corrosive and is made with 
the patented Robertshaw by-pass. The ad- 
justment is conveyed from the “full vision” 
dial to the valve by means of a rustless and 
stainless heat resisting flexible shafting. 


Making a Rate Change Pay 


(Continued from Page 30) 


test performance of gas ranges, water heaters 
and refrigerators as compared with those 
operated by other fuels. Identical practical 
meals for a family of four over a period of 
two weeks were prepared under this scientific 
supervision on both electric and gas ranges. 

These tests furnished a basis for compara- 
tive cost charts in the advertising accom- 
panying the reduction. They also furnished 
the interest value that has enabled the con- 
tinuation of this new rate advertising almost 
uninterruptedly since the inception of the 
campaign. Not only have we been able re- 
peatedly to call the attention of our own cus- 
tomers and all of the rest of the people of 
Seattle to our reduced rates and at the same 
time to the economies, speed and convenience 
of gas service as compared with other fuels, 
but we have been able to make continuing 
news of this last rate change of ours. 

Inasmuch as our therm rates vary consider- 
ably, depending on the amount and kinds of 
gas equipment used, we were not able to 
make the reduction automatic. Instead, our 
customers have had to come into one of our 
offices or call us on the telephone in order to 
benefit by the change. The new rates are op- 
tional, then, rather than automatic. 

We have used this also in our plans to 
capitalize on the reduction, Our sales depart- 
ment, directed by J. Earl Jones, commercial 
manager, devised the information sheet which 
was filled out for every customer calling or 
coming in to request service under the new 
rates. Where the customer came in person- 
ally, the new contract for service under the 
therm rates was signed at the time and the 
sales department information sheet was filled 
out and passed on to the commercial depart- 
ment. This showed whether the customer 
was already using automatic hot water serv- 
ice, cooking, house heating or refrigeration 


and, at the same time, gave the sales depart- 
ment information with which to sell addi- 
tional equipment, especially if by adding the 
equipment the customer could benefit by a 
considerably lower rate for gas service, as 
was the case, for instance, where a customer 
added hot water heating to cooking. 

In cases where the request for a change 
to the new rate was made by telephone, the 
same sales information sheet was filled out, 
the new contract form was prepared by the 
accounting department, and a representative 
of the sales department called and secured 
the necessary signature at the same time open- 
ing the way to a sale or the establishment of 
a prospect for future business if none was 
forthcoming immediately. 

Naturally, human nature being what it is, 
all of the Seattle Gas Co.’s domestic custom- 
ers are not yet signed on the new therm 
rates. At the time of this writing, however, 
5,843 have inquired about the new rates and 
all but 28 have completed a new contract for 
service under the therm rate. Inquiries con- 
tinue to come in at a rate varying from 30 to 
50 a day and we are more interested in keep- 
ing this steady flow than in any great in- 
crease, 

Whenever there is any marked tendency for 
the rate of inquiry to slacken, we turn to a 
new means of stimulation. Late in December 
we added a radio program to our advertising 
and are using a part of its announcement 
time to increase our customers’ curiosity re- 
garding the’r possible savings. Recently, we 
have started a series of form letters, sending 
the first to those customers whose present 
equipment will entitle them to greatest savings 
under the new rates. In these letters, we call 
their attention to the savings they are missing 
and offer to have our representative call and 
explain further. Judging by the present 
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Heat Your Water The Automatic Way|totbrook|| —="<*——— 
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Hot Water 
Always, Instantly, . 
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PULLING Prospects for Dealers 


_ 
—_— Pacific Gas and Electric Each dealer, desiring to increase 
Company gas appliance advertisement is his number of prospects and sales, pre- 
designed to pull prospects for all dealers. pares or has prepared for him, an adver- 
But, some dealers receive more prospects tisement featuring his name, address, ap- 
from this advertising than other dealers. pliances, etc. Through the cooperation of 
local newspapers, the dealer has his ad- 

And why is this true? Because vertisement published in space adjoining 


the prospects created by this advertising that used by this Company. 
must, if the dealer is to benefit, know 


WHO the dealer is, WHERE he is, and 
WHAT appliance or appliances he has to 


Then, when a prospect sees the 
P. G. and E. invitation to visit local deal- 
ers. stores, his questions, “WHO>?’’— 


offer. “WHAT?” —“WHERE>?”, are answered 


To answer these questions and immediately by the dealer's adjoining ad- 


thus show prospects the way through the et eemeameen 
least line of resistance, successful dealers Use tie-in advertising to direct 
are using tie-in advertising. prospects to YOUR store. 


PACIFIC GAS AND ELECTRIC COMPANY 


‘Gi E- 
P-G-ax 
Owned - Operated - Managed 
by Californians - 
W G-204-432 
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And Now ... the 
HOTEL 
STEWART 
GOES 
MADSEN 


NO NOVICE in successful hotel man- 
agement, The Stewart, long famous 
among San Francisco hostelries, knew 
what it wanted when it installed gas- 
fired equipment throughcut to replace 
its oil-burning apparatus. 

For its kitchens, The Stewart speci- 
fied Madsen gas-fired Cuisine Ranges 
' six fine sections. And Chef 
Logan, who has served the Hotel 
Stewart for 25 years, is enthusiastic 
over the result. 

The judgment cf men and institu- 
tions of this calibre is a safe guide for 
you to follow in equipping your kitch- 
ens. Why not write or phone now for 


literature? 


MADSEN 
IRON WORKS, LTD. 


P. O. Box 601, Huntington Park, Calif. 
(Suburb of Los Angeles) 
San Francisco Factory Representative, 
Fred R. Sanford, 837 Howard St. 


Madsen Hotel & Restaurant Kitchen 
Equipment Sold by Leading Equipment 
Dealers. 


IT’S 


THE BJ 
SalPLeA 
ORIFICE 
FITTING 


WITH PLATES 


Ask Foraholder 


ta 


NEW 


BYRON JACKSON CO. 


P. O. Box 1307, Arcade Station 
LOS ANGELES, CALIF. 


== 


trend, there are enough of these as yet un- 
signed domestic customers to furnish our 
sales force with constructive leads of this type 
for several months to come. 

It is interesting to note the sales results 
that have come directly from the new rate 
offer. A very accurate check has been kept 
on all sales resulting from any of these 
therm rate change requests. ‘To date the total 
dollar volume of sales, the leads for which 
have come from the rate change directly, is 
$14,953.41. This consists of a total of 153 
separate sales over a period of three months. 
Seventy-eight of these have been for automa- 
tic water heaters, heaters that as far as we 
know would not have been sold had their 
purchasers not come in to learn more about 
the therm rates. In addition, there are now 
on file in the sales department 1,572 pros- 
pects for additional equipment sometime in 
the near or more distant future, prospects that 
have devoloped through customer inquiries 
regarding the therm rates. Some salesman 
has had a pleasant interview with each of 
these prospects already, offering her at that 
time a savings over what she was then pay- 
ing for gas service. Naturally he has _ be- 
come a pleasant person with whom to deal, 
one with whom she is looking forward to 
further dealing as soon as her budget will 
allow. Not only have the new rates devel- 
oped a prospect but they have lifted the 
Seattle Gas Co. salesman out of the welter of 
doorbell punchers who assail her daily. 

It is not too soon to say that we have suc- 
ceeded in accomplishing two of our objectives 
in the introduction of the new rates. The 
public at large, builders, plumbers, real 
estate men, all have been reached with the 


Beauty Appeal in 


WESTERN GAS 


story of our new rates, both in the news- 
papers, on the radio, on the outdoor boards 
and in groups with our executives and sales 
force. Every day we see evidences that per- 
sons who never before thought of gas service 
as a factor in Seattle home life are now think- 
ing of it very seriously. 

Our merchandise sales have been stimu- 
lated noticeably. In automatic water heat- 
ing alone for example, since the new rates 
were introduced November 11 we have sold 
254 automatic storage water heaters. During 
the preceding 10 months of 1931 we sold only 
230. <A lesser but real stimulation has been 
felt in other merchandise sales fields. 

It is early yet to say whether we will ac- 
complish our third objective, an increased 
consumption of gas sufhcient to effset the 
revenue loss occasioned by the cut in rates. 
An indication is afforded by the January 
revenue from domestic gas service sales which 
was about $8,000 less than Januarv, 1931, but 
which showed an increase in gas sales of 
2,000,000 cubic feet. 

We are still talking about our new rates, 
still find the public interested in them and 
are still increasing gas and merchandise busi- 
ness actively as a result of this reduction. We 
believe this is unusual three months after the 
reduction has gone into effect. Even more 
important, however, is the interesting fact 
that as far as we can see, we are a long way 
from reaching the end of the rate change’s 
effectiveness. Probably it will be working 
for us, actively and hard throughout the re- 
mainder of 1932, a peg on which to hang 
numerous aggressive sales and advertising 
activities: in short, a rate reduction that is 
being decidedly made to pay. 


Gas Range Sales 


By J. Ek. LEonNaArRD 


Engineer and Designer, Hammer-Bray Co., Ltd. 


N the past two years, a_ considerable 
| change has made itself apparent in the 
design and merchandising of gas ranges. The 
relation between the designing and selling 
departments has reached the point at which 
a clear understanding 
on each side is abso- 
lutely necessary. To 
the end that every pos- 
sible selling appeal - 
may be fully exploited 
by the retail selling 
and advertising de- 
partments, an impor- 
tant inter-relation has 
grown up between de- 
signing and merchan- 
dising. 

It would be conser- 
vative to estimate that 
during this period over 
one million dollars has 
been spent by stove manufacturers for engi- 
neering and designing work, and never be- 
fore has there been such a rapid advance in 
this phase of the industry. The purpose of 
these expenditures has been the promotion of 
gas range sales by placing the business on a 
new level, creating new selling appeals re- 
sulting in increased sales. 

The result of these efforts has been a vast 
improvement in the design of gas ranges, 
until today it is necessary to produce a gas 
range that is more than just mechanically 
correct. To make it cook and bake well only, 
with the minimum amount of fuel, and with 
conveniences that save work and time for the 
housewife, is not sufficient. The modern gas 
range must not only possess all these qualities, 
together with attractive appearance, but it 


J. E. Leonard 


must now possess another feature—a_ true 
artistic quality of beauty. 

Both designers and merchandisers now rea- 
lize that gas ranges must be regarded in the 
same class with other home furnishings. The 
consequence is that sales now depend not only 
on mere utility, but on beauty of design that 
can be made to appeal to the housewife. Just 
as living room furniture is selected for its 
beauty and harmony with the home atmos- 
phere, so is the kitchen range chosen with 
this same thought in mind. 

Despite the marked advance that has been 
made in the design of ranges that will appeal 
to purchasers from this standpoint of beauty 
of construction, line and decoration, its im- 
portance has thus far been neglected in mer- 
chandising. There is a distinct demand for 
charm in kitchen furnishings as well as in 
the rest of the home, and this feature must 
receive its due attention in selling the ap- 
pliance. Nor is it sufficient merely to say to 
the prospect, “this is a beautiful range,’ and 
then launch into a dry discourse regarding 
its mechanical construction. The beauty ap- 
peal of a gas range, if developed, has more 
sales potentialities than that. Steps are now 
being taken to adapt selling and advertising 
methods to the new designs. The old method 
of stove selling, based purely on mechanical 
features of construction, must give way to 
the new sales talk built around the beauty 
appeal as well, if all sales advantages are to 
be realized. 

The prospective purchaser is capable of be- 
ing greatly impressed by the appearance of 
the stove, and there is thus an opportunity 
for an interpretation of design. A very ap- 
pealing story can be woven about the range, 
indicating how each line, curve, bevel and 
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The Co-operative Industrial Gas Advertising Pro- 
gram—financed entirely by the utilities of the 
Pacific Coast—is now in its third consecutive year. 


Monthly advertisements; technical news service: 


Covering 12 ...using 20 
important lteading Western 
industries Trade Magazines 


Nelping 
Bakeries . . Laundries with a total circulation soul Jolve 


THE PROBLEMS OF 19372 


EATING cnymice Stas se . Confectioners. . ‘ 
aren wEATING ‘. pes ed of nearly 80,000—which 
ry Cleaners . Dairies 
- « Machine Shops. . 
o « « WeetewEee ... 
. Appliance Dealers more than 237.000 


- + + Architects. . . readers. And for the 12 


. »« Building Trades. . 
Q29 . 
Plumbing and Heating months of 1932, a total 
of more than 2.850.000 


° 2 Hotels o 8 6 
Restaurants . Caterers reader-impressions ! 


means a potential au- 


dience every month of 


The theme of this campaign (“Helping Solve the Problems 
of 1932”) is keyed to present business conditions ... Each 
advertisement shows graphically and convincingly how 
modern gas-fired equipment reduces fuel bills, increases 
labor efficiency, and improves production and finished prod- 
ucts. Each advertisement paves the way to new sales of mod- 
ern gas equipment and appliances. The entire industry ben- 
efits! Pacitric Coast Gas Association (of which your gas 


company is a member) 447 Sutter St., San Francisco, Calif. 
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OW—more than ever before, 


Electrogas Floor Furnaces—5 A.G.A. approved models—to meet all requirements 
Quick, Economical Heat is in 
demand wherever Natural Gas is 


cd ; available. 1932 will be profitable 


FLOOR for those who are ready to meet this 
FURNACE “mane: 


“It’s Matchless” 
Electrogas Furnace Co., 466 Sutter St., San Francisco 


Write us—right now—for details of 
our new cooperative selling plan. 


Proven economy and Efficiency through ten years of service 


Fraser 


Furnaces 
Floor Furnaces SU BSTANTIAL 


Wall Furnaces 


Console Heaters REDUCTION 
A complete line of ON VENTED 


Quality Equipment 


20 dilierent wadels CLOW GASTEAM 


all A.G.A. approved 


Write for prices and RADIATORS 


additional information 


Fra ili WRITE for 
psc es taal NEW PRICES 


Stockton, Calif. 


Distributed by 


H.R. BASFORD CO. #2: Eswrsiss? | | JAMES B. CLOW & SONS 
201-299 N. Talman Avenue, Chicago 


The Semet-Solvay Engineering Corporation 
invites your inquiries for 


Equipment for the manufacture, cleaning and handling of gas. 
Equipment for the recovery and treatment of coal by-products. 
Welded steel products, piping and valves. 

Producer gas and blue gas apparatus. 

Engineering service, investigations and reports. 


Semet-Solvay Engineering Corporation 
40 Rector St. New York, N. Y. 
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color has been developed to produce a har- 
monious combination. 

Advertising and direct selling will be more 
effective if this thought is borne in mind. 
Prospects like to have the harmonious appear- 
ance suggested to them, as well as the many 
features of convenience and _ construction. 
Artistic appeal in sales efforts relegates price 
consideration to secondary position, and 
touches a very responsive chord in every home 
owner—the desire to own an appliance that 
not only is useful, but pleasing to the eye and 
harmonious with domestic surroundings. 


Classified 
Advertising 


Classified advertising five cents per 
word; minimum $2.00 per insertion. 
Situation Wanted advertisements up 
to 50 words will be published three 
consecutive issues without charge. 
Small professional cards 1-in. deep by 
21 ems wide are $5.00 monthly on 12- 
time contract. 


SITUATIONS WANTED—MALE 


Executive, experienced in all phases of 
public utility operation and management, 
especially electric and natural gas, desires 
position. Applicant is capable of assuming 
responsibility for operation of a _ property, 
and has been particularly successful with 
public relations and merchandising. Will 
locate anywhere. Available immediately. 
Unquestionable references furnished. Address 
Box E-179, Western Gas, 124 West Fourth 
Street, Los Angeles, Calif. 


Heating engineer, age 38, with 23 years ex- 
perience in the natural gas industry, desires 
position with active company. Applicant is 
capable of managing series of small town 
properties. Has had experience as manager, 
sales manager, and chief heating engineer 
with large companies. Address Box E-181, 
Western Gas, 124 West Fourth Street, Los 
Angeles, Calif. 


Woman secretary desires position. 12 years 
experience in public utility commercial de- 
partment and gas appliance wholesale organ- 
ization. Complete knowledge of secretarial 
duties and office management. Address Box 
E-183, Western Gas, 124 West Fourth Street, 
Los Angeles, Calif. 


Executive type of man, now employed, 
with large personal acquaintance with lead- 
ing utilities and dealers of the West, desires 
to make change. Experience includes con- 
ducting of sales classes, cooking schools and 
merchandise sales. Can furnish highest type 
business, personal and financial references. 
Address Box E-185, Western Gas, 124 West 
Fourth Street, Los Angeles, Calif. 


Single man, age 27, experienced in house 
heating and industrial conversion work, also 
operation and maintenance of high and low 
pressure systems, wants position. Past feur 


April, 1932 


S 
+ 


N. G. E. Gas Burner Type T and Wilgus-N. G. E. Precision 
Pilot Automatic Gas Fuel and Draft Control installed in the 
100 A.p. H. R. T. boiler at the plant of Cornelius Bros. Ltd., 


meat packers, Los Angeles. 


Wilgus-N. G. E. Gas Fuel and Pressure Regulators e 
N. G. E. Liquid Level Controllers e N. G. E. Gas 
Burners e' Webster Radiant Gas Burners e Surface 
Combustion Industrial Furnaces e Janitrol House 
Heating Machines. 
Seales Gas EQuIPMENT INc. ;. 
| 714 West Tenth Street, Los Angeles. | 
| 


Please send data sheets on Type T burners with your | 
compliments. 
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4 GO ON... 
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=—" try to make 
this improved burner 
“buck” or burn back! 


You’vE heard before of burners that positively would not buck when 
they were pushed hard . . . nor burn back in the mixing tube at 
low turndown... 

Here’s one that delivers! 

The new N. G. E. Type T burner has been quietly developed for 
months . . . with the idea of improving on any burner we or anybody 
else ever built before. It has plenty of other points you won’t want 
to overlook when you’re figuring a job that just Jas to be right... 
among them: 

The advantages of Venturi tube injection and multiple-jet intimate 
mixture effectively combined. 


Complete separation of primary and secondary air supply, with auto- 
matic louvre door control. 


Supplied as an efficient combination oil and gas unit when required. 
Burner orifices adjustable without taking spuds out of burner. 


Burner housing installed flush with boiler front, and pilot light built 
integral with burner. 


Sounds like taking in a lot of territory? Maybe... but send the 
coupon or call nearest ofhce and get the rest of the story. No telling 
when you'll need some extra performance to close a tough job! 


NATURAL GAS EQUIPMENT INC. 


Los ANGELES . s e e ° ° - PETROLEUM SECURITIES BUILDIN« 
SAN FRANCISCO ‘ ‘ - ; ‘ . : 1123 HARRISON STREE? 
ButTe, MONTANA ‘ . HEATING ASSURANCE INC. 


Western Distributors for SURFACE COMBUSTION COMPANY ® WEBSTER ENGINEERING COMPANY 
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“Antileke”’ 


The hypo-sealed 
pipe joint saves 
20% to 50% in 
the repairing of any 
ordinary or difficult 
gas leak on cast iron 
or steel pipe. 


Thousands in use 
without a single 
failure. 


GAS & ELECTRIC FACILITIES, LTD. 
447 Sutter St., San Francisco 


Send literature and prices on “Antileke” 
Name 
Address 


City ere ee 


IMPOSSIBLE? 


It is “impossible'’ to make an 
absolutely noiseless A.C. valve, 
but General Controls is making 
one!—The General Controls Mag- 
netic Gas Valve. 


+ 
GENERAL CONTROLS CO., Lid. 


1539 Folson St., San Francisco 


Jensen Instrument Company 
Los Angeles Distributors 
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Most desirably situated on Wilshire 
Boulevard, adjoining beautiful Westlake 
Park ---15 minutes from the city center. 
By bus directly in front of the building 
and by three car lines within one block. 


Apartments from $75 a Month 
Also Daily and Weekly Rates 


2424 Wilshire Blvd., at Westlake Park 


Modern, Home-like and 


Supremely Comfortable 


S 
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years with the Gas Service Co., Kansas City, 
Mo. Desires to make connection with an- 
other company; will go any place; can fur- 
nish good references. Address Box E-187, 
Western Gas, 124 West Fourth Street, Los 
Angeles, Calif. 


Young man, 25 years of age, with more 
than three years experience in house heating 
with natural gas, desires position. Applicant 
has had college education, and is familiar 
with installation and adjustment of all types 
of conversion burners, gas fired boilers and 
furnaces. Is capable of estimating heating 
requirements and can handle design of in- 
stallations. Some experience with industrial 
boiler conversion of 100 h.p. and less. Ad- 
dress Box E-189, Western Gas, 124 West 
Fourth Street, Los Angeles, Calif. 


General manager of natural gas distribut- 
ing company, having exceptional experience 
in building industrial load in new territory, 
desires to make change. Graduate engineer 
and previous knowledge of manufactured 
gas operations and several years of selling 
gas plant equipment. Address Box E-191, 
Western Gas, 124 West Fourth Street, Los 
Angeles, Calif. 


Engineering graduate, experienced in de- 
sign, testing and construction of butane gas 
plants and general engineering practice, de- 
sires position. Address Box E-193, Western 
Gas, 124 West Fourth St., Los Angeles, Calif. 


Gas measurement engineer and accountant 
seeks position. Broad experience in_ both 
office and field with orifice meters, computa- 
tion of charts, and accounting records for 
gas and natural gasoline. Familiar with 
charcoal testing, gasoline distillation, and 
other laboratory work connected with absorp- 
tion plants and gas measurement. Age 31. 
Will go anywhere. Address Box E-195, 
Western Gas, 124 West Fourth Street, Los 
Angeles, Calif. 


Service man, aged 35, with five years expe- 
rience 1n manufactured, natural and butane 
gases, desires position. Applicant is experi- 
enced in welding and in installing mains and 
services. Will go anywhere. Address Box E- 
197 Western Gas, 124 West Fourth Street, 
Los Angeles, Calif. 


Expert meter repairman, shop supervisor 
with meter maintenance experience desires 
position. Has had eight years experience re- 
pairing and testing ironcase dry gas meters. 
Has also had experience in regulator repair 
and meter installation. Applicant prefers to 
locate in east or south but will consider any 
location. Good references. Address Box E- 
199, Western Gas, 124 West Fourth Street, 
Los Angeles, Calif. 


Estancia Valley Carbon Dioxide 
Development Co. to Build Plant 


The Estancia Valley Carbon Dioxide De- 
velopment Co., Albuquerque, N. M., is plan- 
ning to construct a plant for the manufacture 
of carbon dioxide ice to be located near the 
Santa Fe R. R. right-of-way not far from 
the Wilcox Dome in central New Mexico. 
The plant will be of 15-ton capacity, a pipe 
line taking the gas from the wells to the 
plant. 
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An easy seller because of its capacity 


DGEWCDD, and heavy-duty service 


GAS RANGES This all-around restaurant gas range provides 
ample cooking-top space for four 15-inch 
stock pots. 


Equipped with four extra large 8-inch super- 
giant burners and extra heavy removable 
grates. Large size oven 22-in. wide and 24!/- 
in. deep. 


Gas Plates 


Hotel type with 
extra large 8-in. 
super-giant 
burners. 


JAMES GRAHAM MFG. CO. 


Largest Stove Manufacturers in the West 
A Pioneer That Is Still the Leader 
San Francisco, Newark, Calif., Los Angeles 


Chefs Prefer Wedgewood Equipment Because It Gives Dependable Service 


p ut the PUNCH back of your sales efforts 
with NEW Roserts Gorvon Advertising : 


= 


“ Prepare the lustrated letters, envelope 
a3 way for your stuffers, newspaper ads in a 
salesmen with variety of sizes and styles, a 
a barrage of new comic strip series, and 
this new series a window poster printed in 
of Roberts- eight colors. 
Gordon sales Use this material freely 
helps... Your and your. salesmen _ will 
men wont have spend less time explaining 
to waste so much time on —and more time selling. 
non-essentials. They will Write for the Roberts- 
make more calls . . . snap- Gordon advertising cam- 
pier calls. Sell more paign for 1932. 
pases — ROBERTS Gufolled 
Thirty-six pieces of color- Gas Heating Unit 
ful advertising—folders, i!- 
® BQ cc dE? 
Ee sas Fy’ 


ROBERTS-GORDON \ tT 


APPLIANCE CORPORATION 
CURTISS BLDG. BUFFALO,N. Y. 


Trade zp Mark 


Page 70 


WESTERN GAS 


BARBER GAS PRESSURE REGULATORS 


A TRULY SUPERIOR PRODUCT IN 
APPEARANCE AND PERFORMANCE 


If you attempt to pour two gallons of water in a one gallon | 
container, you will waste one-half of the water. 

Exactly the same logic applies in the burning of gas. All 
high grade gas burning appliances, and in particular those 
approved by the American Gas Association Testing Labora- 
tory, are carefully designed, tested and rated to burn efh- 
ciently a certain amount of gas per hour upon a definite pres- 
sure (usually 3'4 in. water column pressure). 

For example, if an appliance is rated to burn a maximum 
of 30 cu. ft. of gas per hour on a 3) in. pressure, and the 
pressure is increased to 8!%4 inches, the amount of gas passed 
to the burner on the increased pressure will be approximately 
60 cu. ft. per hour, which will result in a possible waste of 
one-half of the gas or even more. But more serious is the 
danger to life from unburned gases (carbon monoxide). 


| Illustrating the two-inch size. 


| All sizes from one-quarter inch BARBER GAS PRESSURE REGULATORS will eliminate 
| to two inches inclusive have the this WASTE and DANGER. 
| same neat, compact appearance. MANUFACTURERS AND GAS COMPANIES—Protect 


the merit of your product—Maintain the merit of Gas Fuel— 


by using BARBER GAS PRESSURE REGULATORS. 


THE BARBER GAS BURNER CO. 
3702-04 SUPERIOR AVE. CLEVELAND, OHIO 


HIS installation of a Chaplin-Fulton 
Low Pressure Regulator represents 
modern practice in safety regulation of 
: natural gas—everywhere. 


C-F Regulators of more than forty 
types are widely used where safety is 
considered quite important, and depend- 
4 @©6©able operation is demanded. 


. Extra sensitive in response to the varia- 
tions in flow, they are strong, well de- 
signed and have all the characteristics 
that superior workmanship has been able 
to create during the experience of the : — 
oldest gas regulator manufacturing or- e 
ganization. 


Every type of C-F gas regulator 1s 
fully illustrated and described in our 
Catalogue and Bulletins. Present — 
your service problem and we'll send ee — gic 
you the correct Regulation solution. 3 eo 


The Chaplin-Fulton Mfg. Co. 


28-40 Penn Ave., Pittsburgh, Pa. 


ene 
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DIRECTORY | 


—— . 


Byllesby Engineering 


and Management Corporation | 
Wholly-owned subsidiary of 
Standard Gas and Electric Company | _ 
231 South La Salle Street, Chicago LEATHER 


New York Pittsburgh San Franeiseo 


MACCO - ROBERTSON Resists acids 


wap and boiling water. 
Pipe Line Construction 
ORGANIZATION — EXPERIENCE Now Used in All 
RESPONSIBILITY 
LOS ANGELES CALIFORNIA 


GAS PIPE LINE MAP 
Compiled by the Editors of WESTERN GAS—Size 45” x 45” 
The most comprehensive published; covers the 22 western states in | 
detail. Gives gas fields, names of natural gas communities; sizes of 


pipe lines and names of pipe line companies. 
Prices: $1.50, Heavy Bond Paper; Printed on Cloth, $3.50 
WESTERN GAS 
124 West Fourth St. Los Angeles, Calif. 


ri 


Gas and Butane industries, send a check for 


[f® would keep in touch with the Natural May we send you 


$2.00 to samples and data? 
WESTERN GAS | 
124 West Fourth Street, Los Angeles | S 
Eo ON ee ME A sole Sl Se HO r 
eRe ee The Sprague Meter Co. 


BRIDGEPORT, CONN. 
Los Angeles, Calif., San Francisco, Calif. 


NN Nn ee j | Newark, Ohio 


ct nails le eine denial 


Davenport, Iowa Houston, Texas 


EE TN AAT TRE ORE ET EE SET OE 


Subscription Rates: 1 Year $2.00; 3 years $5.00; 
Foreign $3.00 per year 


A:dweetti¢eernrs 


The A-B Stove Co. ee des ail a 60) 
Alco Valve Co at sca — 
American Cast Iron Pipe Company 
{merican Gas Products Corporation 


dmerican Lava Corporation.. 54 


_....18-20 


) 


American Meter Company.... 


The Arcady . 


The Barber Gas Burner Co..... 
The Bartlett Hayward Co. 
H.R. Basford Company 

The Bastian-Blessing Company.... 
The Biggs Boiler Works Co.. 

I’. 8S. Bitqgood, Inc. 

The Bristol Company 

A. M. Byers Company... 
Byron-Jackson Co. 


The Cast Iren Pipe Research Ass'n. 
The Chaplin-Fulton Mfg. Co 

The Cleveland Trencher Co.... 
James B. Clow & Co.... 
Combustion Equipment Co.. 


Connelly Iron Sponge & Gov. Co. 


Dayton Pipe Coupling Co. 
Dearborn Chemical Co. 
Detroit-Michigan Stove Company 
8S. R. Dresser Manufacturing Co. 


Electrogas Furnace Company 
Electrolux Refrigerator Sales, Inc.... 


The Fisher Governor Co 

The Fluor Corporation, Ltd. 
forney Combustion Engrg. Co.. 
The Foxboro Company ........ 


Fraser Furnace Company, Inc. 


Gas & Electric Facilities, Ltd. 
General Ceramics Co.. 

General Controls Co., Ltd. 
General Gas Light Company.... 
General Paint Corporation .... 
James Graham Mfg. Co. 
Groble Gas Regulator Company 


The Hoffman Heater Co 


WESTERN GAS 


Index 


Johnson Gas Appliance Co. 
Kerotest Company 
Linde Air Products Company 


Madsen Iron Works ....... 
VUerco Nordstrom Valve Co.. 


Vinneapolis-Honeywell Regulator Co... 
L. J. Mueller Furnace Company.... 


National Transit Pump & Machine Co. 
National Tube Company......... 

Natural Gas Equipment, Inc... 

Nemec Combustion Engineers...........-. 


Pacific Coast Gas Association 

Pacific Gas & Electric Company. 
Pacific Pipe &F Supply Co..... 

Pacific States Cast Iron Pipe Co... 
The Park Wilshire —- 
Payne Furnace &F Supply Co., Inc. 


Pittsburgh Equitable Meter Co...2nd Cover 


Reliance Regulator Corp.. ae aren 40 
Resebe Geel Geis. | S 
Reynolds Gas Regulator Company........ 58 
Roberts-Gordon Appliance Corp.......... 
Robertshaw Thermostat Company .... 

De ERENT SR SE ee Front Cover 
Robinson Orifice Fitting Company........ — 
George D. Roper Corp........ ive — 
Safety Gas Main Stopper Company.... 


Semet-Solvay Engr. Corp.....-. 
Wim. B. Scaife &F Sons Co..... 


Sprague Meter es x8 
Standard Gas Equipment Corp.............-- 59 


The U. G.I. Contracting Co 


United States Pipe &F Foundry Co......... 
Victaulic Gompany of America 


W ailes Dove-Hermiston Corp.....3rd Cover 
Welsbach Co. j saa ee 
Western Gas as oe 


ORE Bitumastie has been used than any 
other pipe coating. Every year, for the 
past five years, our sales for gas lines have 
far exceeded those of any other pipe coating 
manufacturer. It is probable that, over this 
period, more Bitumastie has been sold than 
all other manufactured pipe coatings put 
together.* 


This volume refers not only to tonnage of 
material but to mileage of pipe lines of 
equivalent diameter. 


“There is no substitute for experience.” 


*Mill applied lacquers, and varnishes excepted. 


Wailes Dove-Hermi 


BITUMASTIC 


ENAMEL 


-~ wm, «© 


— % a3 
em = oe = 


eet 
ee Fh "ee 


+ ; 


17 Battery Place, New York 


Philadelphia Cleveland Tulsa 
401 N. Broad St. Union Trust Bldg. Philtower Bldg. 345 


San Francisco 
Vermont Street 


Los Angeles 
2461 E. 8th Street 


Chicago 
20 N. Wacker Drive 


SPECIFY 
SPRAGUE CAST 
GAS METERS 
AND 
SPRAGUE 
REGULATORS 


Accurate Pilot Measurement 
Accurate Volume Measurement 


Satisfactory 
Maintenance Cost, first cost, and 
general results in Manufactured or 
Natural Gases, High or Low Pressure 


Have you received 


your copy 
of our new No. 17 Manual? 


SPRAGUE METER CO, 
BRIDGEPORT, CONN. 


Los Angeles, Calif. San Francisco, Calif. Newark, Ohio 
Davenport, Lowa Houston, Texas 
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